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An Era of Idealized Footwear 


By MapDAME HAMILTON JEFFRIES 
Fashion Editor, Boor AND SHOE RECORDER 


HOES this Spring are of 
Ss rich and beautiful leathers 

‘and colors! Individual- 
ism is idealized. Modern beauty 
is emphasized. Each costume 
may be quickly and easily com- 
plemented with just the right 
shoes from the exclusive Fyfe 
collections, which have been assembled with an intimate 
and proved knowledge of authoritative fashion. 

Here are the highlights of fashion that give token of 
their national acceptance in the weeks to come: 

The importance of the new sports clothes, both active 
and spectator, and the complementing colored footwear 
in sun-tan and high shades are featured. 

The sun-tan vogue has affected color blends to a re- 
markable degree and this influence has been feli by the 
popularity of the new shades of Capucine and Char- 
treuse brought out at the mid-season. 

The vogue of blue for daytime wear is in first position 
today and shares popularity with purple, rusts, greens, 
beige and browns, pigeon gray and some pastels. 

These high colors naturally bring into the footwear 
mode some of the most gorgeous blends in reptiles and 
silk kid on a base of the finest kid skin. 

This season will see lizards in blues, greens and pur- 
ples with complementing details and accents, with gor- 
geous Cloisonne buckles. 

Patent leather in pump effects with cut steel buckles, 
seamless black kid pumps, with a very dull finish. 





R. H. Fyfe & Co. of Detroit this week put 
on a most elaborate style show under the 
personal direction of Madame Jeffries, and 
it is on the result of her style research in 
order properly to coordinate shoes and cos- 
tumes for the show that she has based this 
fashion presentation.—Editor’s Note. 


Spectator sports have brought 
forth plain and colored linens 
with exquisite embroideries on 
the vamp of the shoe and a new 
fabric called “Baroka,” which 
looks most like the Japanese 
grass cloth, but which in reality 
has a silk base. 

Shoes of “Baroka” are usually beige, vivid red, blue 
or green, one-straps and pumps being particularly popu- 
lar in this fabric. 

Water snake, tiger snake and brazo, which is a Brazil- 
ian snake, are all in very popular demand, and the vogue 
of the T-strap of rather broad proportion is smart with 
afternoon chiffons. 

Gray shoes and snake combinations in gray are selling 
in Chicago and in Detroit in second and third position. 

Commander Blue and Patou blue are sharing popu- 
larity and the deep brown, No. 76, will be good through- 
out the Summer and Fall. 


OMBINATIONS of this and lizard are very flatter- 
ing and can be worn with brown and white checks 
or the brown and Lido suits. 

The millinery trades, in bringing their Totem shade 
into the style picture, have made this color No. 76 very 
important. 

Innocent pink, which is the creamy peach shade, and 
the peach ice tones in fabrics, may be matched with the 
pink lacquered lizard with silk kid trims. 

[TURN TO PAGE 75, PLEASE] 
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elling Ch ootwear by 
Talking (lothes 


Fashion Co-Ordination Necessary in the Store, the 
Windows and the Advertising 


W 


right shade and pattern’ to go with the beige or tan 
tweed ensembles for spring,” you have painted the pic- 


HEN you say to a customer: “This is a good 
looking shoe,” you may impress her. But if 
you add to that staternent : 


“It is exactly the 





FOOTWEAR CO-ORDINATION 


—correct types of shoes to wear with 


the Dressy Afternoon Costume 











Afternoon slipper, beige silk 
kid, brown. heel and trim, or 
black silk kid with gunmetal 
trim Sheer hose. 


Pump of gunmetal with vamp 
of black patent leather Gun- 
metal hose, sheer 


tion 


Plain kid pump, any color, 
cut Steel buckle. Sheer hose 
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Our affiliation with the 
Dry Goods Economist of 
Paris and New York— 
an international - style 
authority—enables us to 
render a-style service 
which eovry smart wo- 
man will welcome 














ture of an entire costume in such a way that the shoe 
you are showing becomes almost a necessity. You have 
immeasurably strengthened your case. 


In other words, while it may be good salesmauship 


to describe the beauty of your merchandise, it is in- 
finitely better salesmanship to sell the use to which the 
merchandise is to be put. 

All of which explains the rapid growth in this coun- 
try and abroad of the so-called fashion coordination idea, 
emphasizing the necessity, in the retail shoe field, of an 
accurate knowledge of garments on the part of every- 
one connected with the selling of footwear. Nowadays 
it is not shoes for occasions but shoes for occasions and 
costumes together. 


FOOTWEAR CO-ORDINATION 


—correct types of shoes to wear with 


the Informal Daytime Costumes 











Our affiliation with the 
Dry Goods Economist of 
Paris and New York— 
an international style 
authority—enables us to 
render a style service 
which every smart wo- 
man will welcome. 





Strapped slipper’ of black 
potent and beige lizard. Chif- 

hose, panel heel to har- 
monize. 





Kid oxford in beige with col- 
lar trim and vamp of match- 
ing lizard. Chiffon hose, 
square heel to harmonize. 
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Shoe pattern harmonizes with costume silhouette. 
Leather colors blend with fabric shades. Heel heights 
and lasts are influenced by the occasion for which the 
footwear is to be worn. Narrow strap effects, pumps 
and step-ins generally associate themselves with the 
dressier occasions, be they afternoon or evening. Oxford 
types and the broader one-straps are confined, generally 
speaking, to the informal occasions and to sports. 


HE extremely light colors in leathers and the black 

leathers, paradoxically enough, go well with the 
light print silks for summer wear. Medium colors in 
leather, such as the tans and even browns, are designed 
for wear with the rough finish fabrics of which tweed is 
the outstanding example just at present. 

Calf shoes are good for wear with these heavier 
fabrics. Kidskin is by far the best bet in a shoe which 
is to be worn with the light weight silk dresses and suits. 

The more active the occasion, the lower the heel and 
the broader the forepart of the shoe. Here, then, is 
another axiom. High heels for formal wear, somewhat 
lower heels for street and informal wear ; very low heels, 
or no heel, for active sports wear. This does not mean 
that high heels are a necessity in shoes for formal wear 
but that if a woman wears high heels at all they are 
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more suitable in the formal type shoes than in the active 
sports numbers. 

The Merchant-Economist Service of New York City, 
with which the Boot AND SHOE ReEcorpEr is associated 
in an advisory capacity, has had prepared the series of 
four advertisements shown on these two pages—designed 
particularly to call to the woman-customer’s attention the 
fact that the store which uses them not only has a wide 
variety of styles in stock but is well fitted to co-ordinate 
footwear with dress styles. 

These represent types of advertisements which may 
well serve as models for retail shoe stores everywhere. 
They show clearly the relationship existing among gown, 
shoe and occasion. Retail shoe advertising would be in- 
creased greatly in effectiveness if every merchant would 
insist that no shoe be described and priced without giving 
also an idea of what kind of garment it complements 
and for what occasion it should be worn. 

What is true of the advertising is also true of the 
window, and even to a greater degree, for there the win- 
dow trimmer has an opportunity to prove what the ad- 
vertising man has said by showing the fabrics with the 





FOOTWEAR CO-ORDINATION 


—correct types of shoes to wear with 


the Smart Sports Costume 








FOOTWEAR CO-ORDINATION 


—correct types of shoes to wear with 


the Formal Evening Costume 








Our affiliation with the 
Dry Goods Economist of 
Paris and New York— 
an international style 
authority—enabiles us to 
render a style service 
which every smart wo- 
man will welcome. 





__ pump; plain or colored 
rhinestone buckle. Sheer 
hose, in flesh tone. 






Evening slipper, cr de 
Chine, dyed to match cos- 
tume, silver or gold trim. 
Sunburned tone hosiery. 
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Slippet in bullion brocade, 
colors blending with frock 
silver or id trim. Sheer 
hose in melon shade. 


Stoo Nameplate Hore 
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Our affiliation with the 
Dry Goods Economist of 
Paris and New York— 
- an international style 
authority—enables us to 
render a style service 
which every smart wo- 
man will welcome. 


Peale oxford in antelope, 
white, beige or colors. Ankle 
socks and chiffon lisie hose. 
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trimmed with lizard. Any 
color. Lisle mesh hose to 
blend. 


~<_——TS 


shoes. Entire costumes would not be amiss in larger 
windows but in smaller windows, large sized swatches 
of dress and coating material will enable the trimmer to 
show a much wider variety. 
































Lhe customer, a young woman correctly 
frocked, walks alertly into the shoe depart- 
ment and comes smilingly to a halt as the 
attentive salesman steps forward to greet her. 


Customer—Shoes for myself, please. 

Salesman—(Leads her to a seat, sits down on the 
fitting stool, and removes the pump she is wearing on 
her right foot.) An afternoon slipper? 

Customer—Yes, I think so. I don’t know exactly 
what I want. You see, I’ve never been in your store 
before. You have a smart-looking shop here. I sup- 
pose your shoes are awfully high grade and high priced. 
This is the first time I have been in your city. My home 
is in Cleveland. I’m visiting my aunt. She and her hus- 
band came here two or three years ago. They’ve just built 
a new home recently on Prospect Boulevard. Aunt said 
I’d better come to this shop if I needed shoes. She al- 
ways gets her shoes here—and stockings, too, she says. 
After you have shown me shoes I shall want to see what 
you have in your stocking department. 

Salesman— (Taking first opportunity to get a word in 
between customer’s rapid-fire remarks.) We're glad 
your aunt approves our shop and our goods and has 
advised you to visit us. I shall be delighted to show 
you some of the new spring styles. I’ll bring them at 
once. (Bows himself away. Goes to the stock shelving 
and selects a half dozen smart new slippers, in size 
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'HIS is the third of a series of four articles 

by Mr. Johnson on various customer types 
and how best to handle them. The first, which 
appeared in our- March 9 issue, dealt with the 
know-it-all type. The second, in the issue of 
March 16, told how to sell the customer who 
constantly seeks advice. The last and the most 
interesting of all, to appear in our issue of March 
30, describes the way to handle the silent cus- 
tomer—how to break through her barrier of re- 

serve and make a satisfactory sale. 





5% A, which he judges will fit her, having hastily 
examined her foot and noted the size of the slipper 
she is wearing, while listening courteously to her first 
remarks. Returns to customer, holds up the shoes for 
her first casual glimpse, speaks a word or two of com- 
ment on each, and hands them to her to examine more 
closely. He presents the merchandise as quickly as pos- 
sible, in the hope of discovering her footwear require- 
ments before he can be caught in the ebb and flow of 
her conversation. Seating himself on his stool he is 
ready to fit her.) 

Customer—( Holding out strap pattern.) Please slip 
this one on first. It’s such a pretty design. I won't 
want to buy it, but I’d like to see how it looks. (Glancing 
in the mirror, which the salesman swings around so she 
can see the full effect of the shoe on her foot.) It’s 
beautiful; but I couldn’t use this material and color. 

Salesman—Don’t you think it goes well with the cos- 
tume you are wearing? 

Customer—Oh, yes; it’s all right with this frock. But 
I don’t want it for wear with this costume. You see, 
while I’m here, aunt’s dressmaker is making me a new 
frock, and I simply couldn’t wear this pump with it. 
It’s going to be quite dressy, you know; a one-piece 
chiffon, very irregular hemline, over-drape effect. Oh, 
I almost forgot. I have a sample of it in my bag. [’ll 
show it to you. 

Salesman—(Taking sample from her hand, glancing 
at it admiringly, and bending forward a trifle.) This 
is certainly a beautiful piece of silk! And a lovely 
shade of blue! I'll tell you what I’m going to do. If 
you'll excuse me a moment I shall show you a pump 
which came in a day or two ago. I won’t tell you what 
it is. I just want you to see it. Then you can tell me 
how you’d like to wear it with this frock. (Leaves cus- 
tomer, gets one more slipper from the stock shelving, and 
with a slightly dramatic flourish offers it for inspec- 
tion. ) 
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“Talkative Customer 
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In Which the Lady Given to Over-Much Conversation Is Delicately 
and Diplomatically Handled 


Customer—I’m glad you showed me this slipper. I 
didn’t expect to find a pair in two tones of blue. Do 
you know I saw a blue slipper somewhere not long ago. 
Let me see. Where was it? Who wore it? I think it 
must have been in a photoplay I saw two or three weeks 
ago. Clara Bow or Joan Crawford or Greta Garbo or 
Dolores Costello or Lupe Velez. I don’t remember 
which one it was. There are so many good new stars 
in the films now. Don’t you think so? Though it 
seems that many of the stars we have been seeing have 
almost ali suddenly disappeared. I wonder if the com- 
ing of the “talkies” has anything to do with that? Or 
are some of them just getting too old to act before the 
camera? Or perhaps they have made so much money 
they don’t have to work any more. It must be a hard 
and exacting life, if one makes any success in the 
films ! 

Salesman—lI always like to see a good photoplay my- 
self. I suppose the pictures have a great influence on 
American life, especially on women’s fashions. I imag- 
ine many smart style effects originate in the movies. 
It’s true of many new features in footwear. All the 
stars you mention have this type of slipper, among 
others, in their footwear wardrobes. But I bet none 
of them has a prettier slipper than this, in this lighter 
blue kid trimmed with darker blue. There! Doesn’t 
that fit your foot perfectly? And how do you think 
you'd like it with your new blue frock? 





“Good-bye. 
you for your attention.” 


Customer—It looks beautiful. But neither of the 
blues is the same shade as this chiffon. It would break 
my heart to think the colors weren’t right! 

Salesman—That is something you must think about, 
of course. But let me tell you what the fashion au- 
thorities say on this subject this spring. You are cor- 
rect when you wear pumps in the same shade as the 
frock, or two or three tones deeper, or two or three 
tones lighter. The material, with its variation in tex- 
ture, depth and luster, has something to do with the 
selection of the shade. What you want is a beautiful 
and charming effect in your costume, and you can get it 
without matching shades of footwear and frock. If you 
like the way the tones of these blues harmonize, then 
you will be entirely correct if you choose these blues in 
the slipper to go with the blue of the chiffon. 

Customer—I like the combination very much. But 
isn’t it awfully difficult for a man in the shoe business 
to keep such close track of women’s fashions as you 
do? I don’t see how you can keep up-to-date on ques- 
tions of style. I just can’t feel certain myself about 
the fashions. I’m always having to ask. I like to get 
your expert advice about things to wear. You've been 
just wonderful. My aunt will be interested when I tell 
her the story of my shopping trip. My aunt! (Look- 
ing hastily at her watch.) Gracious! I’m to meet my 
aunt at the Seneca at three-thirty and I’ve only fifteen 

[TURN TO PAGE 56, PLEASE] 
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Getting More Shoes Sold Right 
Tans Up 


E have been waiting for some very definite infor- 

mation to indicate a revival of tan shoe interest. 
Merchants may want to see tans move, and it is obvious 
that manufacturers and tanners have a common interest 
in their sale at retail, but until there is something in the 
dress picture that indicates tan, there will be no great 
sale thereof. 

The answer comes in the meeting of the clothing 
trades last week, and a very definite assurance was shown 
by volume of suits made that wood shades of brown are 
over fifty per cent of Spring and Summer stocks. That 
makes a place for tan and a definite place for browns in 
the scheme of man’s dress. 

The idea of blending and harmonizing colors in men’s 
dress was taken on and has spread the country over. It 
is good merchandising logic as well as social taste. 

Shoe stores alone cannot make a seasonal demand for 
tan if men’s dress is out of line with that color. It is, 
therefore, very important to know the suiting demand 
of your community. Why not check with your local 
clothier? The clothing industry is one that does antici- 
pate its wants, and most every alert clothier can tell you 
what he will buy for a season as far ahead as next Fall 
and Winter, and the information that you get on the de- 
mand of April, May and June, is based on goods on 
hand, or on order, and not on theory or words. 

It is a good thing to have a movement of tans to 
push off the blacks. a ee oe 

has bettered, and shoes last a long time. 
weights, heavy and serviceable, might drift on 
a Summer if something isn’t done, and done 
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forcibly, to stimulate a demana for men’s shoes. 

The falling off in production of over seven million 
pair in last year’s production was due almost entirely 
to the fact that blacks can be used almost constantly, 
= heavy weights preserve the shoe forever and a 

ay. 

If the public wants heavy shoes, heavy leathers and 
blacks in Winter, then it is pretty positive that industry 
will give the man-public what it wants, but there is an 
opportunity when Spring and Summer comes to put 
over a change, and the first steps should be into tans and 
next into light weights. 


Special Order Burden 


+ pail a shoe factory can be truly classified as a 

custom-made shoe shop from the number of single 
pair orders received. The addition of fifty cents or a 
dollar per pair hardly compensates for the troublé in- 
volved. Specials are really custom-made shoes and 
should be so considered. 

When the great shops of New York build hand-made 
shoes at seventy-five dollars per pair, there is usually 
figured into the price the hazard of fitting. For every 
custom pair bought there is usually a second pair that 
doesn’t please and is almost valueless. .It is for ‘that 
reason that the custom shoe business is almost without 
profit. 

Well, then, what do you think of bargain basements 
and little shoe stores that actually put into the works 
ten to twenty pairs of specials per week? The idea of a 
special in a shoe at $5.00 is certainly out of the picture 
of profitable service, especially when the store has to 
absorb the one pair additional charge. 

This is carrying service to a ridiculous end. There 
are plenty of sizes and widths in every store and cus- 
tomer’s ideas can be molded to the goods on hand. | 

If everything else fails, there are other stores in town 
and lost customers usually average up over town. The 
old axiom that the same crowd that plays poker together 
over a period of a year shows that gains and losses 
average. The same averages certainly hold true in shoe 
stores. Your business is best operated from the stock in 
hand, without the alibi of special pairs to cover the lack 


Abolish T. S. 


HERE is no excuse for the continuance of the use 
of the stamp T. S. (Too Short.) No customer 
should be sold shoes that are not fitted right. 

Even if the customer wants the shoes, there is an obli- 
gation on the part of the store to protect that customer 
from his or her own errors. A shoe fitted too short is 
capable of serious damage to the foot. 

Many stores have established new rules. First, no 
sale is made unless the fit is right. It is better to lose the 
customer than to fit shoes short. Any salesman who pur- 
posely fits too short is subject to reprimand in the first 
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‘ case, and loss of employment in the second case. 

There is only one way to cure the error of short fit, 
and that is to abolish the stamp and put a penalty on 
short fitting. It is better to iose the customer than to 
cripple the foot. 


Holding Public Time 


HY have we had this great stimulation of style 
shows to the public this season? Is it all a part 
of the new scheme of merchandising? 

The public has so little time to read, and so little time 
to look at windows, and so little time to do other than 
enjoy itself, that the idea of holding attention for an 
hour and longer, through the vehicle of the show, 
commends itself. 

There is this thing to be said about style shows—the 
public never seems to tire of them. They are usually 
of the same pattern, strutting mannekins, music, some 
entertainment, and possibly a tea, but do they pull? 
Just ask Madame Jeffries. This season her time has 
been occupied so that if each day were double time, it 
would not suffice. 

She has put on style shows in hotels, stores and thea- 
ters, and all three instruments pull customer attention. 

If you are planning an 
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complete picture of dress, balanced in values, and very 
proper in harmonies. 


Grading Up 


T is only when the merchant gets more for his shoes 

that it is possible for the manufacturer to get more 
for his product and for every link in the service of sup- 
plies to get a little more for the effort rendered. It sure 
is needed. 

It is also true that we will always have four, five and 
six dollar shoes, but it will be necessary for materials 
to vary in price and for some substitution to make these 
shoes collect a larger profit. But in the lower price 
(sharp competitive division of shoes) it is impossible 
to obtain a larger margin of profit. 

In the shoes above these prices the merchant has 
an opportunity to ask more because of the greater ser- 
vice given. 

An example the other day indicates the need for 
building a shoe properly balanced in ingredients, and 
then setting the price at its increased mark-up. The 
shoe, under consideration, to look at externally was a 
styleful “hot number,” but the heavily painted soles 
gave some doubt as to their quality. A knife blade 

indicated the shoe’s weak- 





April style show, and the 
sports. season ahead 


ness. What had been put 
in on the top had been 
taken out on the bottom. 


promises many, don't 


make it too amateurish. 
Try to get a professional 
swing to it, and make it 
sweet as well as snappy. 

Don’t do what one 
rather high-class store did 
—put twenty-seven dollar 
shoes on girls wearing 
twelve dollar dresses. 
But the opposite is more 
often done, for one dress 
house put on a style show 


recently showing hundred 


dollar dresses, and the 
shoes were bought at 
$2.98. 

In the first case the pro- 
moter thought the cus- 
tomer would look only at 
the shoes, because in shoes 
he personally was most in- 
terested. In the case of 
the dry goods merchant, 
he saw only dresses and 
figured out that the cus- 
tomer also was blind to 
shoes. 

A style show, if it is to 
be run right, must be a 





The Reason Why 


TRIMBLE BROTHERS 
Calais, Maine 


Eighteen hundred and ninety-six seems a long 
time ago, but that was the year Trimble Brothers 
started in the retail shoe business, succeeding the 
firm of Robbins & Son, who dated back to 1862. 

During this entire period of 32 years we have 
continuously received the Boot aNp SHOE RE- 
CORDER and have tried to profit by the excellent 
advice and information it always contains. 

Wishing you many more years of service to the 
retail trade, we are 

Sincerely yours, 
(Signed) JOHN R. TRIMBLE. 


Continuous reader interest over a period of 32 
years is a thing for any publication to have 
accomplished; but it is our future and that of 
our many consistent subscribers, like Mr. Trim- 
ble, in which we are most interested. Great 
changes are taking place in the merchandising 
end of our industry. Greater changes are likely. 
And it is to the solution of the problems which 
must surely come with those changes that we 
dedicate our every effort from now on. 


President. 








You can’t put much merit 
into a shoe that has a 
“cornbeef sole.” We con- 
vinced the buyer that if 
he had put twelve cents 
more into the sole he 
would be in a better posi- 
tion all the way around. 
Today with the im- 
provement in leather 
values, there is no excuse 
for “skinning” shoes. 
When the buyer starts 
with a fixed price in mind, 
and then starts to figure 
from that point, he is not 
“doing right” by his cus- 
tomer, his manufacturer 
and the source of supplies. 
Better shoes are com- 
ing, because more thought 
is given to the use and 
selection thereof. The 
public is surely coming to 
a better appreciation of 
good footwear. The re- 
tailer can hasten the 
process by showing and 
talking better shoes. 






































- The Golden Arrow, driven by Major Sea- 
grave, hit over 231 miles an hour. That's 
super-speed. A designer of men’s shoes 
states that this is the greatest summer for 
speed consciousness, and that it should be 
interpreted into men's footwear as a new 

motif for getting more men’s shoes sold 
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eMen s Shoes 


There Is Urgent Need 
for New Patterns to Sup- 
plant Those to Which 
Men Have Been Too 
Long Accustomed 


66 TYLE is the watchword of the day. Only a 
S few years ago quality and price were the 
principal requirements of a purchase. Now 
style, a third factor, receives major consideration. 
Everybody wants the newest, the smartest, the most 
attractive—those articles which are so constituted 
with regard to color and design as to possess the in- 
definite something called style.” 

This. is a statement applicable to shoes, even 
though it was said by an executive of a great auto- 
mobile company. It now appears that men’s shoes 
will be the last article to which such a statement can 
be applied. When an article worth a thousand dol- 
lars and more has this hazard of style, why not in- 
troduce the same stimulant in an article as useful 
and as potentially attractive as footwear? 

Something must be done about the styling of 
men’s shoes. The sluggish continuance of patterns 
and of black is lamentable. Nothing can be done 
with a trade that will not help itself. The experi- 
ment of using alligator and rough, undressed leather, 
as well as rough suedes, has been mostly unsuccess- 
ful. Very few shoe stores or shoe departments have 
made real effort to sustain interest in these different 
types. 

It is true that new style, as such, is difficult to in- 
troduce into men’s footwear. Summer sport shoes 
in combinations, however, have proved that men 
will wear fancy shoes in keeping with the spirit of 
Summer and vacation. White and black in combi- 
nation has the right of way this season. Men will 
wear flannel trousers and blue or colored coats. 

The season for such sale is very short and the 
real business in two color combinations, white and 
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black, or white and tan, this reason will be made for the 
full six months from April to September to young men. 
Boys in grammar and high schools, who are not afraid 
of dress expression, are already buying two-tone sport 
shoes. These boys are wearing men’s sizes and, natu- 
rally, are not paying the top prices. 

This field of sport footwear sale is the most encour- 
aging feature this year. The most discouraging outlook 
is through the continued sale of heavy weight, Scotch 
grain types of shoes, built for service and durable for 
more than one season. Such shoes, sold in Springtime, 
are likely to continue on men’s feet throughout the 
Summer. It is unfortunately true that weight has come 
into men’s shoes, and because the shoes last as long as 
they do a new pair is out of mind, and at the same 
time the customer is out of the store. 

But there are signs of development. A few pioneers 
are endeavoring to exploit a few different types in men's 
footwear. Men are now living in a speedier world, and 
some of these stylists in men’s shoes feel the next effort 
must be made in the direction of new pattern lines. As 
a result, there is an interest in speed lines. In France, 
Germany and Italy there is more variety and courage to 
try a new pattern line than in conservative America. 


STIMULANT to pattern design comes through the 
automobile record set by the Golden Arrow, driven 
by Major H. O. D. Seagrave. Here is an automobile 
with entirely new lines and principles of speed, capable 
of doing over 231 miles and hour. The world now steps 
into a period of super-speed. It has been said that all 
modern art is really an interpretation of speed lines. 
Perhaps the only article without speed expression is 
men’s footwear. The airplane lines have appeared in 
women’s shoes, and every designing art has been put 
into their development. Style is going faster, farther 
and even louder than ever before, but not men, unless 
the little indications apparent this season of an acceptance 
of new pattern lines is the 
beginning of a new day. 
Present shoe patterns for 
men have been on the same 
lines for fifty years—miaybe 
more. Man may be the last 
to become foot style con- 
scious, but there are rum- 
blings of slight change. This 
is a good year to try new 
things. The production fig- 
ures are pretty close to 
consumption figures, and if 
what is made in one year 
displaces only what has been 
sold in that year, then we are 
seven million pairs shy for 
this year. More shoes need 
to be sold and the stimulant 
of pattern design and color 
will do it. 






and spikes. It is new, 
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The Friar—Over Here 


Over there they call this a bar shoe. 
are out over here, but there is no prohibition on 
a strap, buckle fastened. This is being made up 
in white buck, tan calf, black grains, and all kinds 
of patent leather, even for evening wear. It is 
being used as a golf shoe with heavy leather soles 
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On the assumption that the ultra-conservatism of man 
is breaking down or never did exist, a hardy little group 
is trying to introduce the strap shoe for men. Credit 
for originating this idea must go to our English cousins, 
who have been sporadically making and selling strap or 
“bar” shoes, as they are called across the Atlantic, for 
several years. Englishmen are beginning to take kindly 
to bar shoes and there is evidence here and there that 
Americans are following suit. 


N° less a personage than John Wanamaker III, pres- 
ent head of the Wanamaker business, is wearing a 
pair of bar shoes, similar to those shown on this page, 
which he had made in England. Incidentally, the Wana- 
maker New York store and Manager Pharaoh of the 
men’s shoe department must be given credit for starting 
the exploitation of this model shoe in this country. 

Late last year, Mr. Pharaoh approached the Forbush 
Shoe Co. with a description of the shoe which had been 
sent on from London. With this description, several 
experiments were made and finally a satisfactory sam- 
ple was produced. 

In this shoe, which is just now being offered for sale 
to the general public by the Wanamaker store, the tongue 
is brought up high and crimped. The cone of the last 
is built up considerably just as in a boot last, but other 
measurements follow those of a shoe last fairly closely. 
Mr. Pharaoh wore a pair of evening shoes in this pat- 
tern, with the one-strap and buckle fastening, at the 
retail shoe convention in Chicago and they excited con- 
siderable comment among shoe men there. Several pairs 
made in England have been worn here in this country 
for several months. 

Already a shoe along this line has been put in by one 
of the large manufacturers operating a chain of retail 
outlets, and practically all of the leading producers of 
men’s shoes either have put models similar to this in 
their sample lines or are working on them at present. 

Too little ingenuity has 
hitherto been displayed in the 
conception and production of 
new patterns for men. Ring- 
ing the everlasting style 
changes in women’s shoes has 
overshadowed the men’s 
business. The time is ripe 
for the introduction of some 
real style notes in men’s foot- 
wear. The producers of 
men’s clothing, shirts, ties 
and even underwear are 
constantly introducing new 
patterns and styles into their 
products with the result that 
men are becoming more and 
more interested in these items 
of dress. It is high time the 
shoe trade followed suit. 


The Monk—Abroad 


The bars 


novel, and let’s hope it 


goes over 
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A Fitting Specialist 
Always On Tap 


USTIN, TEXAS—When a new 
customer comes in the Beacon 
store asking for an arch type shoe, Man- 
ager E. C. McMurtray has found it a 
good plan to have the one on the door 
call some other salesman. This man 
is then introduced as the one spe- 
cializing in this work. The reason for 
this is to give the customer more. con- 
fidence in the salesman. Only those men 
who are duly qualified are called, as it 
is not the intention to try to put some- 
thing over on the trade. It has been 
found that sales are speeded up con- 
siderably and more repeat business is 
had when’a man is so introduced. 


* * & 


Building a List of 
Boosters 


ALLAS, TEXAS—With all due 

respect to newspaper advertising, 
direct mail, and the windows, one of 
the good ways of assuring one’s self 
of a continued sales increase is to have 
a lot of business and college boosters 
for the store, believes E. L. Britian of 
the Beacon store. What prompted this 
observation was that on the preceding 
Saturday, eleven men who bought shoes 
mentioned that they were sent in by a 
nearby clothing store. Several other 
men told of being sent in from various 
hat stores. Britian has a little pri- 
vate “Rotary Club” (if it is premissible 
to use that name) of his own develop- 
ment. Boys selling nonconflicting mer- 
chandise in the various stores help the 
other fellow’s game along by men- 
tioning that So and So is a good place 
to trade. No dues, no commissions, no 


y by HARRY R. TERHUNE, Frei €pi7or, 


officers, no obligations in this name- 
less group,—just a bunch of good fel- 


lows. 
x * * 


Humorous Advertising 


Does the Trick 
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OCHESTER, N. Y.—A very good 

publicity stunt is used by the Pid- 
geon store in attracting out of town 
trade. In Rochester, there is a booklet 
called “This Week In Rochester.” Each 
week, 30,000 of these are mailed to the 
surrounding curnmunities, Most of the 
advertising copy in the booklet is of 
the usual run, so to have something 
different, Mr. Pidgeon bought a series 
of humorous cuts. So far, these cuts 
are the only ones of any kind appear- 
ing in the publication, so they are at- 
tracting considerable attention. The 
copy is kept bright but informal, for 
most country people are in the habit of 
talking informally. While there is no 
absolute check on the pulling power of 
the advertising, a decided increase in 
rew trade has been noticed, from the 
localities where the booklet is being cir- 
culated. 


Helping the Salesman to 
Help Himself 


EMPHIS, TENN.—An interest- 

ing experiment is being tried out 
by H. Wexner, who operates the I. 
Miller shoe department in the P. M. 
Halle specialty shop. Briefly, it is an 
endeavor to prove the worth of the 
salesmen. Excessively high newspaper 
advertising rates, with the limited 
market for women’s high grade shoes, 
have caused Mr. Wexner to consider 
other means of advertising. He figures 
that a salesman is worth 6 per cent 
selling, but if. a man can bring: his 
customers back, part of his salary can 
be logically charged to advertising. 

The idea is not to lower the selling 
costs, for Wexner does not want a 
man to work for less than 6 per cent, 
but to develop more responsibility in 
his selling organization. To this end, 
every man is responsible for the re- 
peat sales of every customer he handles. 

Many store meetings were held be- 
fore the final plans were adopted. Con- 
siderable careful coaching also took 
place. As a salesman is to be account- 
able for his customer’s continued repeat 
business, his personality must be pre- 
sented to the trade in the best possible 
light. If he can casually mention his 
name to a new cusfomer and, provided 
the customer suggests it, give her his 
card, he has made his first step in 
gaining her continued confidence. 

The man knows that he must give 
that customer extra good service so 
that she will return to him. Precision 
in fitting and precision in selling the 
correct type of shoe form the basis 
of good service. 

Store record cards are cross. filed 
under the salesman’s name. If this 
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customer does not make another shoe 
purchase in three months, it develops 
upon the salesman to see that she comes 
in. With most stores a card file is 
just a list, but here, through the sales- 
men’s constant work, it is a live and 
active part of the store’s business. This 
system is proving three things. It is 
proving the worth of the men, the worth 
of the merchandise and the effective- 
ness of the store’s service. 

Say a customers buys of Smith in 
January, of Jones in February and then 
of Brown in March. This proves that 
she is a store customer. If she had 
asked for a certain man on her repeat 
buying, she would have been a sales- 
man’s customer. To the man who has 
the largest number of repeat customers 
in the course of a year, a substantial 
bonus is given. This is in addition 
to his regular salary. 

Most objections raised by other mer- 
chants to this kind of a salesman de- 
velopment procedure, is the fear that 
after a man has worked up a good per- 
sonal following, he will leave. The 
Wexner answer is logical. If a man 
is kept satisfied he won’t want to 
change. Even if he does change, it is 
extremely doubtful if he can keep a 
customer for more than the first pair 
of shoes, “then she will come back to 
us for our kind of service and merchan- 


dise.” 
* * 7” 


Buying From a Master 
Sheet 


ORT WORTH, TEXAS.—Anyone 

can be a buyer, but a merchandise 
man is a different proposition. A man 
who has an eight year record of aver- 
aging a four time stock turn each year, 
can safely be put into the latter class. 
It is something more than sheer luck 
for any buyer to attain this record. 
The one in mind at the moment, is 
R. E. Crawford of Monnig’s. 

One of his pet schemes is to take off 
a composite size sheet before going to 
market, This shows all the shoes in 
the house at the time. A master sheet 
is then doped out which tells what 
sizes should be in stock to insure a 
well balanced proportion of sizes when 
the new shoes come in. Buying 2000 
pairs of shoes is simply a matter of 
building up the in stock sizes to what 
the master sheet says is the correct 
proportion. It also necessitates picking 
out the right patterns, colors, etc. 

The foregoing is the simplest thing 
imaginable to hear Crawford tell it. 
It is obvious that he places as much 
dependance on his size picking as he 
does on his style picking. If a couple 
of lemons are bought, the chances of 
cleaning them out quickly and: pain- 
lessly are greater if the entire stock is 


correctly balanced in regard to sizes. 
There is a real thought here on this 
size problem and the master sheet idea 
seems a logical solution. Each store 
must work out its own salvation along 
this line. The best selling size in the 
Monnig store is 6% AAA, a size that 
many stores go light on. It is sug- 
gested in making up a master sheet 
that a record be kept of the legitimate 
“misses” as well as the sales. 


* * * 


Society Folk Endorse 
Hs Shoes 


ORFOLK, VA.—Davis S. Hirsch- 

ler, president of Hofheimer’s, 
Inc., plays cosy with the society folk 
here and is always on the look-out for 
any way in which he can capitalize on 
their social prominence. Recently the 
Junior League, a society composed of 
debutantes and younger married wom- 
en, bought the entire issue of the Nor- 
folk afternoon paper and then re-sold 
the advertising space to retail mer- 
chants. 

In order to get the most effective tie- 
up, Mr. Hirschler named his best selling 
models for individual members of the 
league.“He then used these in his news- 
paper copy. Then he went still farther 
and got out a loose leaf folder—each 
leaf showing the picture of a member 
of the league with her brief endorse- 
ment of the shoe named for her. The 
shoe also was pictured, described and 
priced. Thus we get back to the patent 
medicine testimonial type of advertis- 
ing, brought up to date and made won- 
derfully effective. 


or so. 
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Increasing Volume in 
End Sizes 


ASHINGTON, D. C.—A year 

ago Boyce & Lewis started their 
W. B. Coon shoe store. At the end of 
of the first four months they made a 
composite size sheet showing the sizes 
sold as recorded on their card file. Un- 
fortunately, this did not give all the 
sizes sold, but it did show fairly ac- 
curately, the proportion in which the 
various sizes were selling. 

With the big majority of stores con- 
centrating on the safe middle sizes, as 
they really should, Boyce & Lewis felt 
that they could successfully develop 
considerable extra business through 
playing the extremes. Consistent news- 
paper and direct mail publicity, as well 
as the good old word-of-mouth adver- 
tising, all hammering on the fact that 
the store specialized in fitting large 
and small feet, resulted in a tremen- 
dous increase in the sales of end sizes. 

The composite size chart for the last 
quarter of the year shows an average 
of seven times as many nines to elevens 
all the way from the AAAA to the 
EEEEE. Even three pairs of 11% quad 
are recorded. Sizes below the threes 
have increased in like proportion. 
Kindly remember, Washington is a city 
of half a million people. 


* * * 


He Writes Letters On 
Business Cards 


OUSTON, TEXAS.—Here’s a 
new idea—from a thrifty guy, 
too. He writes notes to his trade on 
his business cards, and his customers 
like it. Train the spotlight for the mo- 
ment on Charles S. Slater, manager of 
Battlestein’s Nettleton shoe department. 
Charlie goes over his card file and dis- 
covers some friend who is overdue, so 
he takes his business card and writes 
thusly, on the face of it: 

“Dear Fred: Drop around in a day 
A new shoe is just in that I 
know you will want. Charlie.” 

Or he may go through the clothing 
sales records and write another friend 
who escaped without buying shoes. 

“Dear Jim: Note you just bought a 
new brown suit. How about a pair of 
brown shoes. Charlie.” It may be that 
someone did not come back as promised. 
so “Shall I send the pair of tan shoes 
that we talked over to your office or to 
your home?” 

Both the brevity and the novelty ap- 
peal to the men, who will acknowledge 
receipt of the card 95 per cent of the 
time. Small plain envelopes just the 
size of the card are used. Try it out on 
someone you know real well. 
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To Help Sell 
Shoes in 


ETAIL shoe merchants of 
R::- United States are asked 

by the National Association 
of Chiropodists to cooperate in a 
“‘Foot Health Week,” to be held 
April 22 to 27. 
“This month has been chosen,” says Dr. Joseph Lely- 
veld, director of the Committee for the Nation-Wide Foot 
Health Week, “because April is the time of year when 
feet require better care and more consideration, profes- 
siorial attention and well fitting shoes.” 

“During the month of April,” he argues, “foot ills 
develop rapidly. It is the application of proper shoes in 
the spring which presents more serious disturbances of 
the foot during the warmer months. Thus, the impor- 
tance of wearing more pairs of shoes, well fitted, will be 
strongly stressed by the committee in charge of the week.” 

_ “Weeks” of all kinds have been held in this country 
and some advertising authorities argue that their effec- 
tiveness is spent.. That may well be with respect to fruit 
and other édibles which have been featured in these 
“weeks” of the past. They could not be repeated with 
any real hope of suctess. But here is a week designed 
to center attention on the foot—something brand new 
—and which, at the same time, links up well with the 
country-wide interest in preventive medicine. 

“Tf people can be persuaded to give just a trifle more 
than casual thought to the ills of the foot, the import- 


Country-Wide Foot Health 
Week Planned by National 
Association of Chiropodists 


ance of keeping the feet well and 
comfortably shod, and the results 
which follow in the wake of dis- 
regard of the principles of foot 
health, then the object of the 
“week” will have been accom- 
plished and the natural common-sense of the people 
of America can be trusted to draw-the correct decision 
—and to buy shoes. 

To help the retail merchant tie in with this cause, the 
National Association of Chiropodists is having prepared 
window signs, window cards, display charts, pamphlets, 
gummed ,abels, radio talks, newspaper copy and edi- 
torials—also details of how properly to conduct a “Nor- 
mal Foot Contest” in the home town of the merchant 
who wants to. This material is to be furnished with- 
out cost by the committee in charge of the “week.” 


a6 EMBERS of the National Association of Chi- 

ropodists,” says Dr. Lelyveld, “will be assisted 
by fellows of the National Association for Foot Health. 
These professional people, through training and expe- 
rience, are well qualified to advise on matters relating 
to foot health, in which their interest is 100 per cent. 
The merchant’s cooperation is needed to improve the 
general health of men, women and children, through 
properly shod feet—the very foundation of that temple 
of energy, the human body.” 
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Baltimore Gets its First 
Shoe Salon 


New I. Miller Agency 
is Opened with Fittings 
and Equipment in the 
Modern Manner. 


in its history. This city, the most Northern of 
Southern cities, and the most Southern of North- 
ern cities is a bit old fashioned in its shoe merchandis- 
ing. Good shoes have been sold in Baltimore, but to a 
rather iimited extent, considering the size and wealth of 


B iv its str last week acquired the first shoe salon 


the town. Now comes a really modern type of store, 
opened by.Charles C.. Bane as an I.. Miller agency .and 
handling I. Miller shoes, exclusively on. St. Charles 
Street, the Fifth or. Madison Avenue of.this town. 

A modernistic touch, although not radically modernis- 
tic is seen in the lighting fixtures the rug and the maple, 
satinwood and French walnut fixtures and wall paneling. 
The store is long and narrow and some stock is carried 
on shelving in the selling room. The cashier’s cage and 
wrapping desk is at the rear, behind a walnut grill 
work. Love seats and chairs are used for the novel seat- 


Interior and front win- 
dow views of the new I, 
Miller store in Baltimore 


ing arrangement, as shown in the accompanying photo- 
graph. 

One of the most unique features of the store is the use 
of tilted foot mirrors in the side wall, with a concealed 
lighting arrangements, which throws a powerful flood 
of illumination directly on the shoe. Recessed display 
places are let into the side walls at intervals. 

Upon entering the store from the street, the hosiery 
department, with a long glass counter case and glass 
fronted drawers is found at the right. A similar counter 
case is at the left and is used for the displaying of 
buckles, bags and other accessories. A glass wall’ case 
also contains additional bag stock. 

Charles C. Bane, the proprietor of this store comes 
from the. Philadelphia. I. Miller agency, where in five 
years he built up a large business. Previous. to that he 
was with the Stone Shoe Company, in Cleveland, Ohio. 


















minutes. I'll take this pair, of course. It’s just what 
I want; but I didn’t know it until you told me. Charge 
to my aunt and send it; 21 Prospect Boulevard. But I 
can’t stop for stockings now. Perhaps you'll see me here 


again. 

Salesman—(Quickly placing worn pump back on cus- 
tomer’s foot and rising to accompany her to door.) 
Come in again. * I’d enjoy showing you some of our 
other beautiful shoes. And thank you. 

Customer—Good-bye. And thank you for your at- 
tention. 

The characteristic of talkativeness or chattiness knows 
no limits of age; it appears in the young, middle-aged 
and elderly. 


ee of sev- 
eral causes. The customer may enjoy visiting, even 
with strangers; and so it appears that she comes into 
the store and takes a long time to buy shoes, at least 
partly for the sake of the pleasure she gets from the 
social experience, prolonging and making the most of 
the transaction by her chatter. Perhaps she is tired and 
nervous and finds in talking a relief for her emotions. 
Perhaps it is only that she is blessed, or cursed, with 
what may be called the gift of gab. 

Fortunately it is not necessary for the salesman to 
delve deeply into the psychology of this customer, though 
it is to his advantage to be able to judge her disposition 
and mood by observing both conversation and manner. 
Junior salesmen may find encouragement in the thought 
that, as long as they continue to possess the sense of 
hearing, they will never be likely to mistake this type. 

This type affords a most entertaining and enlightening 
opportunity for the study of human nature, remarking 
and discoursing upon an almost endless variety of sub- 
jects of conversation. She gives the news of her neigh- 
borhood and circle of friends and acquaintances. She 
may be a little proud and vain and like to talk about 
herself, her house, clothes and other possessions, her 
ideas and plans, the events of her life. Scarcely any- 
thing is of such personal and confidential nature as to 
be taboo. Topics may range from a recent social event, 
her latest pleasure, an anticipated enjoyment, to the 
symptoms of a mild or frightful illness and the grue- 
some table of contents of the tale of her harrowing pre- 
and post-operative experiences — including family 
troubles and disagreements, what she enjoys eating, the 
difficulties of dieting, the novel she is reading, the play 
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How» Handle the 1 alkative Customer 


[CONTINUED FROM PAGE 47] 





she saw the other evening, her winnings at bridge, the 
striking news in the day’s paper, her trouble in di- 
vorcing her first husband, the awful times they had when 
her grandmother died and the funeral was held in sub- 
zero weather. 

The salesman’s technique in dealing with this type 
of customer is not elaborate, but it must be closely ad- 
hered to in its simplicity. The first rule is: Do not 
be surprised at any turn which the conversation may 
take, nor shocked by anything which is said, nor allow 
yourself to be annoyed however much the customer’s 
talk may interfere with your procedure in showing and 
selling the merchandise. 


B UT more than this negative attitude is needed. It will 
not do for the salesman to be merely a good lis- 
tener and to keep politely and aloofly silent. He must 
evince a positive interest in what the customer is saying 
and must express his pleasure in the thought of her 
enjoyment and his sympathy for her in her troubles and 
annoyances. This is the time to show his understanding 
and appreciation of the emotions which are moving her 
to talk, the time for praise and compliment, while flattery 
is conscientiously avoided. 

Here the challenge to the salesman is the necessity 
of interrupting the talk now and again to direct the 
customer’s thoughts to the footwear as it is presented— 
of diverting the conversation, at least for brief inter- 
vals, from other matters to questions of footwear style, 
appropriateness, material, color, fit and other details. If 
the salesman must interrupt, he needs to do so tactfully, 
not by forceful, aggressive salesmanship, but by inquiry 
and suggestion, by stimulating in her mind the ideas he 
wants her to get about the goods, and leading her train 
of thought in the channels he wants it to follow. 

This may sound, to some, more difficult than it really 
is. The poor salesman may see no way to stem the tide 
of talk. But the skillful, efficient salesman knows that 
one of the best ways is to show interest in the cus- 
tomer’s story by asking questions about it, and then to 
inject a question or make a comment about the mer- 
chandise he is showing. Ordinarily he does not have 
to do a great deal of talking or selling. If he plays 
well his brief part in the conversation, frequently the 
customer will proceed to sell herself. She is almost 
always so easy to sell that the best salesmanship is to 
follow the simplest and most direct line of procedure 


throughout the transaction. 
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Every golfer takes pride in a smart pair of shoes that 
retain their smartness after many trips over the links. 


Rueping’s KIN KIN contributes to this most appreciated 
Made from attribute of shoe worth thru its practical elasticity, which 
ae insures shape retention under sustained vigorous action, 
Kin Kin Veals in defiance of strain and moisture. 
No. 32 Cork and 


No. 50 Bunny 














FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 
BOSTON CINCINNATI MILWAUKEE ROCHESTER SAN FRANCISCO 
MONTREAL ST. LOUIS .NEW YORK LEICESTER, ENGLAND 
PARIS, FRANCE MILAN, ITALY FRANKFURT, GERMANY 
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52—Menihan’s Newest In-Stock—52 
Numbers for Spring 


New Patterns — New Materials — New Sellers 





- “Stocking the Newest First” 


Menihan’s reputation for always having In 
Stock the season’s most popular styles was 
never better’ demonstrated than in our New 
Spring line. Every number you see pictured 
here is a Seasonable Hit—a syre seller and an “PEBBLE” Special Process 

B-896— 


Genuine tr 


assured profit maker. Please gtder promptly. Watersnake with Ki 


Quarter to match 











“LINDA” Special 
-~203—Genuine Fox Taupe 
Snake with Fox Taupe 
Kia and Heel. .$6.15 
B-245—Genuine Blue 
Watersnake with Blue Kid ‘ “IVENA” Special Process 
6.1 wine Beige 
Snake, Kid Quarter to 
match 





“VERDELLE” 
Special . 
Terms Net 30 Days B-848—Genuine~ Black 


Twenty-five cents additional for orders $6.10 


of less than three pairs. B-96 eniine Dark Blue 
Lizard with Blue Kid 6.25 





THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y., U. S. A. 


New York Office: San Francisco Office: Los Angeles Office: 
846 Marbridge Bldg. ‘ ° Plaza Hotel 111 East 8th St. 
B, W. MOYLAN _ H. S. KUSHINS Cc. E. VAN DE GRIFT 


New England Office: Draper Hotel, Northampton, Mass., ELLIOTT LA MONTAGNE 


Makers of Menihan Arch-Aid Shoes Write for Agency Proposition 


OF 8 EF a EP a 8 Fo 8 ee 


ee ene 
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“POLO” 


22. 
ae eee ste Beige 
B-706—Med. Blue Kid... 
B-754—Black Satin 
{wosuea eye) 
B-705—Mat Kid 
B-704—Patent Leather... 


“LULU” Special Process 
B-146—Sunburn Calf... .$4.75 


B-148—Patent Leather... 
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“POLO” Special Process 
15/8 Heel 
Worked Eyelet 
B-206—Light Beige Kid. .85.00 
B-205—Patent Leather... 4.65 
B-849—Black Satin 


“BERNICE” 
Special Process 
Nickel and Jet Buckle 
B-183—Patent Leather. ..$4.75 


“CLARE” 5B Process 
ee 


8 , 
B-226—White Satin $4.75 
B-285—Silver Kid 6.00 


Ss 


“TINETA” Special Process 
B-200—Sunburn Beige Kid 
Lizard 


Trim 
B-505—P a tent Leather 
with Black Porcupine at 


6 OF FE Oe Ee ee Oe ee ee 


“CLARE” Special Process 
22/8 Heel 
B-224—White Satin 





50—Sunburn Kid 
B-25 1—Gre 


“NANA” Special Process 
“Combination Leather Bow’’ 


59 


B-405—P atent Leather 
with Black Porcupine 
Calf Underlay 

B Beige Kid with 


5.00 


“TOITY” Special Process 
——_ y= with 
orcupine m to 

B-201—Light Beige =e $4.75 
with contrasting Genuine B-195—P a tent Leather 
Lizard Trim with Black Porcupine 


“IVENA” Special Process 
B-252—P atent Leather 
with Black Porcupine 
Calf Trim 
B--253—French Beige Kid 
with Ivory Porcupine 
Calf Trim 5.25 
B-948—Med. Blue Kid 
with Genuine Blue Lizard 
“REGENT” Special Process 5.50 
Hee 
B-998—Silver Kid 86. Moire Calf Trim 4.85 
“BERNICE” B-844—Patent Leather... Se ne Hs, Limes 
Gan pony be ‘Buckle .._ = 3 
“REGENT” SpecialProcess 9.149—Brownstone Kid. . $5.00 Slate 





B-824—White Calf $4.85 B-825—White Kid 
“FLASH” Goodyear Welt 


THE MENIHAN COMPANY igs 2°Biihe Ss 


In-Stock Department Geis yee Cun Mets! 
ROCHESTER, N. Y. 


B-398—Medium Shade Tan 
SEE OPPOSITE PAGE 


Calf with contrasting 
i ei i ee 


9LERO” Syeene Process 
'-803—Patent Leather. , .$4.75 
bt Kid 00 


t Black Calif. 4.75 


Calf Saddle 





| a4 
R a AAA 
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We can place a man 


J. Arnold . . 


This is W. J. Arnold 
Read his own story of success! 


Y first work with the J. C. Penney Company consisted 

of ior Ast was along with the local manager of 
one of their stores. I was very young I had given no thought 
to entering the game of merchandising as a means of insuring a 
successful future. After finishing the job of delivering circulars 
I was offered a position in the store at $20.00 a month. This 
salary did not appeal to me very much, but after considering 
+ one could accomplish I decided to go to work and forget 


My mied soon became filled with the ideals and princi - 
that were followed by the Company, and I realized that i 
organization was fair with the public it would certainly be fair 
with the men that joined the organization with a view of some 
day being taken into the Company as a partner. 

Our organization not only offers a man an unity to 
enjoy success, but it is one organization that really is interested 
in seeing and helping others come forward. 


(Signed) W. J. Annotp, Marysville, Calif. 


E began by distributing advertising circulars for a 

J. C. Penney store—today he is a man of financial 

means, one of the most successful business executives 
in town. 

That is the career of William Arnold, that tells where he 
started and how far up the ladder of success he has 
climbed. But it does not show you how hard he worked, 
how determined he was to earn promotion quickly and 
often, how keenly he studied the many sides of business 
that help produce the sales volume of a J. C. Penney 
Company store. 

Day by day, month after month this man toiled on— 
waiting on customers, taking inventory, studying the 
great buying power and methods of the J. C. Penney 


Adv. 


March 28, 1929 


We are opening new storesall the time. We need good 
men to train for the responsibility of managing them. 


Company. Endlessly he sought knowledge—and soon he 
was capable of handling his own store organization. 


Then came the fruits of labor—a high position, a fine 
yearly income, plus a share of the profits earned by his 
particular store. And more than that, a quantity of valua- 
ble J. C. Penney stock, which paid him a goodly amount 
in dividends each year. 


How happy you would be to do 
as well as William Arnold! 


Take stock of yourself today. Ask yourself if you have 
the qualities necessary to succeed in the Penney organiza- 
tion. Test your own character now and see if you are 
willing to accept hard work in order to win wealth. If you 
are—and if you have a good education, if you have lived 
cleanly and honestly, if you are between 21 and 35 years 
old, if you have had sound experience in the drygoods or 
shoe or clothing business— write us now. Your future will 
depend on you. 
| 7 7 


Get in touch with us now, if you feel that you are the kind of 
man we want. In a few years you may achieve your life’s am- 
bition. Write to J. C. Penney Company, Inc., Attention Mr. J. 
D. Keyes, Room 1503-G, 330 West 34th Street, New York, 
N. Y.; or attention Mr. E. M. De Moss, Room 1051-G, 1010 
Pine ‘Street, St. Louis, Mo.; or attention Mr. A. M. Walters, 
1125-G 3, Perrine Bldg., Oklahoma City, Okla.; or attention 
Mr. Wm. H. Dayton, Room 1323-G 3, 1324 Russ Building, San 
Francisco, California. 





BEF OMT 
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THOMAS F. ANDERSON 


Re-elected Secretary fur 
twentieth time 


the knife and fork at 248 banquets of the Boston 

Boot and Shoe Club. New members also were 
there. It was a gala night, the close of a very successful 
year, and time for election of a new executive and his 
cabinet. 

So in Boston last week, 300 members of the only 
strictly social organization within the industry and guests 
were present. It was a night of surprises. 

It started out orderly enough, with Horace R. Drink- 
water picturing the past year in succession of accom- 
plishments. He was interrupted in his program by 
Major Charles T. Cahill, who made presentation of a 
high silver vase, suitably inscribed. It was handed to 
retiring President Drinkwater, and it was necessary for 
him to ask an extension of time to respond adequately. 

Some more interruptions in the program, and Arthur 
L. Evans proceeded to eulogize Secretary Anderson. He 
was followed by Alfred W. Donovan, president of the 
club twenty years ago, who pictured the entrance of 
Thomas F. Anderson, journalist, traveler and a civic 
booster. He told of his initial efforts some twenty years 
ago, and pointed out that T. F., “would continue an 
association institution until T. F. (time forbid).” 

Secretary Anderson was then presente. with a sub- 
stantial check and gave expression to his feelings. 
Unanimously the night was declared “Anderson Night.” 
The surprises were very carefully planned and skillfully 
executed. 

The club was then told by Dr. Charles H. Bangs of 
Swampscott, Mass., of the significance of the Massachu- 
setts Bay Tercentenary in 1930. 

The biggest “kick” of the night was a tariff talk by 
Charles H. Jones, President of the Commonwealth Shoe 
and Leather Company, the leader of the fight for con- 
tinuing “free hides.” He argued that “a free and 
competitive industry depended upon free raw material.” 


Vite tate S were present who had qualified with 
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Club Holds 


‘T.R.A. 
Night 


Boston Boot and Shoe Club Combines Tariff, 


Testimonials and Elections 


AUGUSTUS H. VOGEL, JR. 


Elected President, Boston Boot 
and Shoe Club 


Mr. Jones explained tariff procedure and how the in- 
dustry gave to the Ways and Means Committee proven 
facts. He took to task the division of calf tanners for 
several statements made, which later in the evening were 
refuted by Everett Bradley of Haverhill and Augustus 
H. Vogel, Jr., a leather man. 

Mr. Jones stressed the tremendous importance of con- 
tinuing “free hides,” and how necessary it was to fight 
to save that schedule, due to the fact that practically 
every member of Congress was of the opinion that if 
“given a duty on shoes and finished leather, the indus- 
try would fall in line with the desire of the farmer for 
a duty on raw hides.” So serious has been the develop- 
ment of this opinion that Mr. Jones has been constantly 
in Washington, or in communication with legislative 
leaders. “One ray of hope,” said Mr. Jones, “lies in the 
announcement that this will be a partial tariff revision— 
not complete, and its function is to correct obvious 
inequalities in those schedules affecting the farmer. Its 
detail and scope rests entirely upon Mr. Hoover and his 
associates.” 

It was given to Everett Bradley of the Bradley 
Goodrich Co., Inc., Haverhill, Mass., to play the part 
of championing the duty on finished leather and finished 
shoes. His was an advocacy of a protection on women’s 
shoes. 

The next speaker of the evening was F. G. R. Gordon 
of Haverhill, who pointed out that the shoe industry was 
a very much over-developed industry, and that 300 fac- 
tories, working full, could make all the shoes needed in 
America, and that there were now 1600 plants operating. 

The newly elected President, Augustus H. Vogel, 
Jr., first acknowledged his election and its responsibili- 
ties, then he explained the calfskin situation. He indi- 
cated the economics of black and colored leathers in 
men’s shoes. 

The officers elected are: President, Augustus H. Vogel, 

[TURN TO PAGE 75, PLEASE] 
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IN STOCK 





AAAA to EEE 


: B® 


A wide variety of In-Stock shoes, any one of which 
you can order with the assurance that it will leave 
nothing to be desired from a fitting standpoint. 


Wilbur Coon Shoes are noted for their exceptional 
fitting qualities, particularly on feet that prove 
hard-to-fit in ordinary shoes. 


The numbers listed are ready for immediate de- 


livery. 


__——— 


37 Canal St. 
Rochester, N. Y. 





re. 


Style P302—Black Glazed Kid, $5.00 
Style P303—Patent Leather, $5.00 
Style P315—Mode Beige Kid, $5.85 

T less oxford, 310 (combination) 

ast, 14/8 leather Cuban heel, 
fibre top lift. 

Note: Style 315 has a covered 
Cuban heel. 





Style P1602—Black Glazed Kid, $5.50 
~Tongueless oxford, 311 (combination) 
ast, metatarsal button, 12/8 
leather heel, fibre-top. °. 





ae < 


_ pe ctRn 





Style P1733—Black Glazed Kid, $5.65 
Two strap sandal, underlaid cut outs 
309 (combination) last, arch sup- 
porting counter, 14/8 leather 
heel, fibre top. 





Style P1737—Patent Leather, $5.75 


_ Center strap, 510 (combination) last, 


16/8 covered Cuban’ heel. 
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Style P1734—Black Glazed Kid, $5.75 
Style P1735—Patent Leather, $5.75 
Style P1736—White Kid, $6.25 
Style P1753—Barnt Oak Kid, $6.35 


Tongueless oxford, 309 (combination ) 
last, 14/8 covered Cuban heel. 





Style P1742—Patent Leather, $5.75 
Style P1743—Black Satin, $5.75 
Style P1744—White Kid, $6.25 
One strap sandal, 509 (short heel, 


standard instep) last, 16/8 
covered Cuban heel. 





Style P306—Trotteur Tan Kid, $5.75 
Style P308—Black Glazed Kid, $5.00 
Style P309—Patent Leather, $5.00 
High riding three eyelet tie, 309 (com- 
bination ) last, 14/8 leather Cuban 
heel, fibre top lift. 






Style P1995X—Black Glazed Kid, $6.25 
Style P1996X—Patent Leather, $6.25 


Front gore sandal, 509 (short heel, 
standard instep) last, beaded buckle 
16/8 covered Louis heel. 





Style P312—Black Glazed Kid, $5.00 
Style P313—Patent Leather, $5.00 
Style P305—Mode Beige Kid, $5.85 
Orie strap sandal, 209 (short heel, 
standard instep) last, 14/8 . 
leather heel, fibre top. _ 
* Note: ‘Style 305 carries a covered 
‘Cuban heel. ~~ 
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, $5.75 
$5.75 


$6.35 
ation) 


$5.75 
5.75 
25 


heel, 
8 


$5.75 
$5.00 
5.00 


(com- 


$6.25 
$6.25 


heel, 
‘kle 


$5.00 


5.85 
heel, 


red 
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Who’s 
Who 








F., Johnny Walker, who recently 


elling eYhoes Road 
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on the 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 





Don’t Forget “Mrs. Overweight” 


By Syp L. Curry, Treas. of the SYDNEY L. Curry, INC. 


“Mrs. Overweight” is an important part of the busi- 
ness of the retail shoe merchant. She is willing to pay a 
good price for a model that is just as stylish as that made 
for her sister of less avoirdupois. 

It pays to cater shoe-wise to the fashionable footwea 
demand of “Mrs. Overweight.” The American woman 
of 30, and over, usually has more money to spend for her 
shoes than the average “flapper.” Just because she may 
tip the scales at 180 or 200-plus, is no reason that she 
wants to wear plain black, tan or white oxfords all of 
the time. 

“Mrs. Overweight” is looking for styles that “slender- 
ize” her ankles, that harmonize with her hat, that give 
her foot a “smart” appearance, at the same time lend- 
ing her the proper support at the shank. 

“Mrs. Overweight” likes heels of 14/8 to 17/8 in 
height, built in as “snappy” patterns as those carrying 
the 18/8 and 20/8 heels. She wants shoes that match her 
hat and bag. 

The importance of “The Three Musketeers” of feminine 
fashion—the hat, the bag, and the shoe, are “played 
up” in the many style shows that are now being given 
the country over by retail shoe stores to an admiring 
public—newspaper ads and store windows are “talking” 
hats, bags, and shoes, to fat women, as well as to thin 
women—to the middle aged woman, as well as to the 
young woman—all of whom want shoes inthe same de- 
gree of style. , 

It would seem logical, therefore, that there is a big 
opportunity for the retail shoe merchant to-increase his 


sale of women’s shoes in the higher grades by having 


“right up-to-the-minute’ footwear, with the necessary 
support for the fat foot, for the middle aged foot, and for 
the foot that is hard to fit. 











his many friend customers in Iowa will 
welcome his new Arch Saver and 


* covered Southern territory for the 
Endicott-Johnson a is now 
in Toledo, covering that section with 
M. E. Brink. 





F, 3:, MINOR, the “peppy,” ener- 
* getic salesman, who represents 


‘the Chapline-Mayer Shoe Co. in Iowa, 


tells us that his trade has “gone wild” 
over Arch Savers and Youthful Vogue 
shoes, and that his orders back this up. 


{ Mr.-Minor feels confident that all of 


rd 






Youthful Vogue lines. 


ARRY W. LE FAVOR left Boston 
March 14 to represent the complete 
line of the Educator Shoe Corporation 
of America in Iowa, Minnesota, Nebras- 





‘ka, North and South Dakota. Harry 


has traveled that section for many 


-years. He formerly represented E. E. 


Taylor Co.; prior to that, Churchill & 
Alden Co., in the above-mentioned ter- 
ritory. 


DEID E- 
¢ SHEIMER, 
veteran salesman 
for Ault-William- 
son Shoe Co. in 
the St. Louis terri- 
tory, reports that 
he is well on his 
way in his ninth 
year selling Con- 
stant Comforts. 
Henry opened the 
branch office for 
Ault-Williamson in 
St. Louis back in Harry Deidesheimer 
1921. His previous 
experience covered some years with 
Dittman and MacElwain. Mr. Deide- 
sheimer’s ancestors were among the 
oldest German families in America. 
They settled in Belleville, Ill., just 
across the river from St. Louis, and 
Henry grew up in the great shoe mar- 
ket, fed and supplied by St. Louis com- 
panies. In his younger days, he knew 
many of the former big league baseball 
stars. He has a firm friendship estab- 
lished with managers and players of 
several great St. Louis teams. Mr. 
Deidesheimer’s territory at present in- 
cludes a large part of Missouri, includ- 
ing St. Louis, and Southern Illinois. 





Ww. SNOW, 
¢ SR., formerly 
Mid-western sales- 
man for the For- 
bush Shoe Co., and 
with an associa- 
tion of 22 years 
with this concern, 
resigned from this 
connection a short 
time ago to take 
an interest in the 
Clinton Shoe Mfg. 
Co, of Clinton, 
Charles W. Snow, Sr. Lowa, of which H. 
Reed is vice- 
president and gerieral manager. Mr. 
Reed was also associated for a number 
of years with the Forbush Shoe Co. 
In his new position as general sales- 
man for the Clinton Shoe Mfg. Co., 
Mr. Snow will style this line for his 
customers and will promote the sale 
of this product in the larger cities, 
New York to Denver. For the past 
few weeks, Mr. Snow has been at the 
factory working on the new Clinton 
line for fall, and will soon start on a 
trip. 
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Young Men Choose 


This Heywood Shoe 


AND IT’S IN STOCK FOR IMMEDIATE DELIVERY 





Strutwood 


No. 94-—Black Calf Rubber 
Heels: AA 8-11, A 74-11, B 
7-11, CD 6-11. 


No. 93—Tan Calf as above. 


$6.00 





Heywoop Boor & SHOE Co. 
MANUFACTURERS OF MENS Fine SHOES 
WorcESTER, Mass.ViS.A. 














ELK SIDES 


THE 1929 
LEATHER FOR SPORT SHOES 
B&C 


WHITE BUCK 
THAT STAYS WHITE 















B&C 


BLACK PATENT LEATHER 
ALWAYS IN STYLE 









BEGGS & COBB Inc. 
| 76 SOUTH ST. 
| BOSTON, MASS. 












Me 
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RED L. BARN- 
— whose 
rtrai appears 
erewith, has, 
_ since January, rep- 
resented the Ault- 
Shackford Shoe 
| Co., Auburn, Me. 
manufacturers of 
the “Ann Elise” 
line of women’s 
Beh Sno ie 
welts, in Ohio. Mr. 
Barnhart is an ex- 
perienced shoe- 
man, in both re- 
tailing and traveling salesmanship. 
For several years he was conn 
with the retail branch of the industry, 





Fred L. Barnhart 


specializing in orthopedic footwear. 
or the past eight he was on 
the road for Rice & Hutchins and the 


Marathon Shoe Co. His home is at 
1574 Nelson Avenue, Dayton, Ohio. 





RTHUR SHAW, who some three 

months » joined the salesforce 

of the Stetson Shoe Co., to cover South- 

ern territory, came up North to the 

factory recently to pick out samples 

for the coming seasons. Incidentally, 

he are renewing 

acquaintances in their old home town 

in South Weymouth. Mr. Shaw rep- 
resented Hanan & Son for years. 





P. STEARNS, one of the oldest 

e salesmen of the Hood Rubber 
Products Co. died early Saturday 
morning, Feb. 16, at his home in Win- 
N. Y., aged 81 years. Mr. 

was a member of the whole- 


mittens, 


years later, Mr. Ke to 
ton, and the firm of & Kelsey 
was fi there were 


several changes in management since 
that time, Mr. Stearns in each in- 
stance, followed the successor. Mr. 
Stearns started traveling long before 
the so-called “Coon Tail” boot was in 
vogue—in the days when hand-made 
leather boots were introduced to the 
consumer on a wholesale basis. When 
he started on the road, it was good 
sleighing weather, and Mr. Stearns 
drove a one-horse “pung.” Within a 
year, he was driving two horses and 
rode in a more comfortable and up-to- 
date conveyance; this was his medium 
of travel for 38 years, one which 
time he covered approximately 5500 
miles per year; for past ten years, 
he drove an automobile. Mr. Stearns’ 
grandparents came to “Holmes Hill” 
when the Town of Stockholm, Ver- 
mont, where he was born, was prac- 
a wilderness. He attended 

ceville Academy, taught school, 
clerked” in his uncle’s store at West 
Stockholm at $100 a year; formed a 
rship in 1868 with Clark H. 

r, bought out the Wilson Culver 

stock and ran the store for two years; 
at the end of the first year, each part- 
ner had realized a profit of $1,050, 
Stearns states in his auto- 


which Mr. 
“looked ony than any 
earned by him since that 


omount ever 
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time; later, he bought out other firms, 
and farmed for a while. In 1901, 
he published “Tracks from the Trips 
of a Traveling Man,” a collection of 
poems that he had written in leisure 
moments, covering a period of many 
years. He was active in public affairs 
and was a prominent member of the 
Baptist Church; at one time, he was 
chairman of the Democratic Commit- 
tee of his county. He often reminisced 
about the political campaign of Abra- 
ham Lincoln, of whom he wrote—“I 
consider President Lincoln the greatest 
man the world has ever produced, be- 
cause of his many noble characteristics, 
especially his great tenderness of heart 
and his charity.” He leaves a son, R. 
O. Stearns. 





he 





Philip J. Heron 


p#HiLir J. HERON, formerly with 
B. Kuppenheimer & Co., Inc., for 
twelve years, covering the eastern sec- 
tion of the country, recently joined the 
salesforce of Selz, Schwab & Co., and 
will travel the New England States 
and larger cities in Eastern New 
York. Mr. Heron, in addition to cov- 
ering eastern territory for Kuppen- 
heimer, was also connected with their 
woolen department in New York for 
seven years; for five years prior to 
that, he was in Boston, and before that 
with the retail division of Newark 
Shoe Co., in Lynn. Mr. Heron will 
make his headquarters in Boston at 123 
Sutherland Road, Brookline. He re- 
ports that he finds business very good 
for spring, with a strong trend for 
black and white sports’ effects. 





HARLES W. STILES, who for the 

past 17 Paige represented the M. 
A. Packard Co., and prior to that was 
salesman for S. B. Thing & Co., now 
represents the Walter Booth Shoe Co. 
of Milwaukee, in Philadelphia, New 
Jersey, and eastern part of Pennsyl- 
vania. This is practically the old 
territory which he covered for the first 
two-named houses. He is now selling 
his friend-customers the Booth line of 
men’s popular priced welts and finds 
that his past experience and extensive 
acquaintance is invaluable to him. 





O. KINDER, who formerly sold 

¢ Lion Brand shoes in New Jersey, 
Eastern Pennsylvania, Delaware and 
Maryland, is now connected with the 
Chapline-Mayer Shoe Co. and is on 
the job with his new lines sending in 
big orders every day. Mr. Kinder is 
covering his territory as fast as pos- 
sible im order to show his many friends 
Se wonderful values he has in his new 





SCAR’ REIN- 

BOLD, who 
has covered Wis- 
consin retail shoe 
merchants for 79 
consecutive sea- 
sons, is just as 
busy as ever these 
days selling the 
Herbst Tom Boy 
line, made in Mil- 
waukee by the 
Herbst Shoe Mfg. 
Co. He has repre- 
sented Herbst in 
this section for 
the past nine years. His long record 
on the road is one which has been 
claimed by W. J. Herbst as “unequaled 
by any other Wisconsin shoe traveler.” 





Oscar Reinbold 


. “And during these 79 consecutive sea- 


sons,” writes President W. J. Herbst, 
“Mr. Reinbold has sold only two lines 
of shoes—the Educator line and an- 
other line.” Since 1920, he has repre- 
sented the Herbst Shoe Co. Oscar, as 
he is best known by his customers, is 
shown here wearing the same smile 
on his 100th season as on his first. He 
attributes his success to selling good 
lines of shoes and to working with his 
customers in a most conscientious 
manner. 





F M. SCHNURR, who represents 
¢ the Chapline-Mayer Shoe Co. in 
Milwaukee and nearby sections, has 
just wound up the month of February 
with the biggest business he has done 
in any February during the past eight 
years. Mr. Schnurr has been con-. 
nected with the F. Mayer Shoe Co. in 
this territory for many years and is 
= known and well liked by all the 
rade. 





OE KALISKY, chairman of the 

membership committee of the N. 
S. T. A., who covers Omaha, as far 
North as North Dakota, and South to 
Chicago for Thompson Bros., was one 
of the guests and speakers at the 
March dinner meeting of the Boston 
Shoe Travelers’ Association. Mr. Ka- 
lisky told them how the Chicago Shoe 
Travelers’ Association functioned to in- 
crease its membership and to promote 
its prestige. He also told about the fine 
work of the Retail Clerks’ Association 
of Havana, which he recently visited 
during his vacationing in that city, and 
which association he joined, and was 
thereupon “decorated” with a cross of 
honor. This association, Mr. Kalisk 
stated owns a building costing 3% mil- 
lion dollars. The Havana associa- 
tion is 30 years old, is endowed for 
$11,000,000 and was started by a 
Maurice Hayman, who was then a 
clerk—now a merchant. Mr. Kalisky 
was appointed honorary delegate-at- 
large to extend the fine spirit of co- 
operation existing between Boston re- 
tail shoe salesmen and the houses they 
represent to other groups of retail 
salesmen and merchants in the territory 
he covers; to tell about the work of the 
Boston Retail Shoe Salesmen’s Associa- 
tion; and also to stress the thought that 
the shoe traveling salesman, and the 
retail shoe salesman should work to- 
gether closely in furthering the busi- 
ness of manufacturer and retail shoe 
merchant. 
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The BACKBONE 
of the Shoe  » 


yet as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 
supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


One end of the Crawford Shank 
is slotted and fitted around a split 
rivet so that it will slide back and 
forth as the weight of the body 
is applied and removed from the 
foot, yielding just enough, under 
pressure, to accommodate the nat- 
ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 
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Wilbar Associates Stage Style 
Show Before Packed House 


3500 Attend Stage and 
Runway Presentation 
of Spring Footwear 


Boston, Mass.—The Wilbar Associ- 
ates presented spring shoe styles to “a 
packed house” in the big ballroom of 
The Elks Hotel, here. About 3500 per- 
sons filled every seat and every avail- 
able bit of standing room. The stage 
decorations, radiant in golden foliage, 
orchid tones and delicate blues and 
greens, represented a garden effect. 
The 60 feet of runway was artistically 
trimmed at either side with purple dra- 
peries and gilded leaves. The first part 
of the show featured costumes, with 
shoes which caught the accent of the 
costume, matched bag or hat, or dress 
background; the second part was de- 
voted to a high-class vaudeville; during 
the third part shoes were again shown 
in their correct relation to correct dress. 
There were 28 models. After the style 
revue, dancing took place. It is ésti- 
mated that the cost of this show was 
approximately $4,000; it was by far the 
most elaborate of all past events. How- 
ever, all expenses were paid and a little 
profit made by the Wilbar Associates, 
a benefit organization, for their treas- 
ury. The cooperative efforts of manu- 
facturers, the Wilbar Stores’ executives 
and the Associates themseives resulted 
in a big business the next day, with the 
Wilbar stores in Boston, Wellesley and 
Worcester as well filled as the Elks’ 
ballroom had been the night before. 

The Shoe Style Revue was staged by 
H. P. (“Hy”) Bluestein, assisted by 
Maurice Bresnahan and “Al” Aronson. 
The reception committee was composed 
of I. C. Bluestein, A. A..Simons, J. A. 
Burke, M. H. Winston, S. Sherman and 
William Rich. “Al” Aronson had 
charge of the dancing, as well as doing 
some clever sketch work. The Wilbar 
Associates took full charge of getting 
up the printed program, hiring the tal- 
ent, aad other incidentals of this unique 
affair; the public is not charged for ad- 
mission, tickets being sent to custom- 
ers, and prospective customers, of the 
store. However, the decorations and 

le revue stage settings are always 
left to “Hy” Bluestein, manager of the 
455 Washington Street store, on account 
of his admittedly high artistic taste in 
this line. Ed Solomon is chairman of 
the Wilbar Associates; Al Aronson is 
secretary; Joe Dunn is treasurer. 











They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 


H-1518 Wants children’s cheap shoes 
sizes 3 to 8 or oversize. 

H-1519 Wants men’s vici or calf bals, 
Munson lasts, EE, with two 
width combination heel. 

H-1520 Wants gold and silver kid 
evening slippers, also white 
and colored satin evening 
slippers to retail $4 and $5. 

H-1521 Wants women’s novelty foot- 
wear from stock retailing $6, 
7 and $8. 
H-1522 ants line of women’s novel- 
ties retailing $8 to $10. 
H-1523 Wants full fashioned hosiery 
to retail about $1.25. 
H-1524 Wants women’s novelties 
costing $2.25 to $3. 

H-1525 Wants high grade silver slip- 
pers in stock. 

H-1526 Wants 
black and 
under $8. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
corder, 80 Federal St., Boston, 
Mass. 


women’s jodphur 
tan boots costing 











Bedell Dep’t Remodeled 


NEw York, N. Y.—The women’s shoe 
department of the Bedell, 34th street 
women’s specialty store, has been 
greatly remodeled and altered along 
with the rest of the store. Modernistic 
treatment has been used throughout the 
store and _- in the shoe depart- 
ment, which carries the stock concealed 
behind panels. Interior display cases 
are let into these panels at intervals. 
Individual chairs and sofas are used 
for the seating arrangement. At one 
end of the department is a large room 
for special fittings. 


New Rainbow Shop 


ATLANTA, GA. (UTPS)—tThe Rain- 
bow Slipper Company, operating a 
chain of ten shoe stores in the South, 
with ero mye in Atlanta, has op- 
ened a modern store at No. 2 Peachtree 
Street, in the Peachtree Arcade Build- 
ing. Extensive alterations were made 
in the shop with the idea of making it 
into a thoroughly up-to-date shop. A. 
S. Ashendorf, for three years manager 
of the shoe department at the Mirror, 
is in charge of the new store. And the 
shop will feature women’s novelty foot- 
wear at one price. 











Stone Shoe Co. Opens 
Women’s Sports Dep’t 


CLEVELAND, OHIO (UTPS) — The 
Stone Shoe Co. is installing a ladies” 
sports footwear department on the sec- 
ond floor of their main store, Euclid 
Avenue. The new department is about 
35 feet by 22 feet and distinctly sep- 
arated from the children’s department 
of the same floor. Tables, chairs and 
settees are in wicker furniture while > 
cases, built in the futuristic pattern of 
green and old ivory, are used for dis- 
play purposes. The stock is stored 
away on shelving underneath the cases. 
Rugs, tapestry and fernery, and a 
sports atmosphere created by sports ac- 
cessory exhibits, touch off the depart- 
ment which is marked by a prominent 
neon gas sign. 

J. Harold Roberts, buyer of chil- 
dren’s shoes, will also have charge of 
the women’s sports footwear depart- 
ment. A folder announcement was. 
made up to introduce the department 
to the public. 


Altman Shoe Dep’t 
Greatly Expanded 


New York, N. Y.—What is probably 
the largest single floor selling space 
devoted to women’s shoes is to be seen 
in the greatly enlarged department at 
the B. Altman, Fifth Avenue, depart- 
ment store. In the expansion of the 
department space has been given it ex- 
tending from 34th to 35th street on the 
Madison Avenue side of the building. 
This means a length of about 200 feet. 
The department has a depth of about 
150 feet. The stock is carried around 
the three sides of the department be- 
hind paneling. In the center of the 
department is a large four sided hos- 
iery and accessory department, where 
buckles, perfumes and other novelty 
items are carried. This department is 
about 20 feet square and has giass 
counter cases on each side, backed up 
by high shelving which encloses space 
for reserve stock. 

Various types of upholstery are used 
for the chairs in the department, which 
are scattered about in haphazard 
fashion. 


W. H. Miller Quits 


SAGINAW, MicH. (UTPS)—W. H. 
Miller, shoe merchant at 405-407 West 
Genesee avenue, this city, who suffered 
a severe loss by fire recently, has sold 
the remainder of his stock to an auc- 
tion house and will retire from business, 
at least for the present. The auction — 
concern will conduct a fire sale on the 
premises. 
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the demand 
will soon exceed 
the supply 


Here are but two out of eight fast 
selling shoes we have 


FOR IMMEDIATE DELIVERY 


These are very high-grade French 
shoes of selected leathers; made en- 
tirely by hand on real American lasts; 
profitably retailing at eight dollars 
and more. 





TABARIN — 18665 — In all beige, tan/ 
green, tan/red, tan/blue, white/black, beige/ 
brown, in B width only. Sizes 2 to 8. 


Pate a 


Owe WM 


etacal 


COQUETTE — 18774 — In all beige, 
beige/brown, beige/red, beige/green, 
beige/blue and white/black. In B width 
only. Sizes 2 to 8. 


Write for catalog of additional stock 
shoes and price list. 


JEFFERSON 


IMPORT CO., INC. 


MARBRIDGE BLDG. 


1328 BROADWAY, NEW YORK 
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March 28, 1929 


“SOLITAIRE” 


The Great 
EUROPEAN SENSATION 
will be 
ANNOUNCED 


in a three color adver- 
tisement in the March 
30th issue of the “* Boot 
and Shoe Recorder.” 


“WATCH FOR IT” 





No More Copies 
of the Shoe and 


Leather Lexicon 


The present edition of the Shoe and 
Leather Lexicon is exhausted. No 
more copies of this shoe and leather 
trade dictionary will be available un- 
til a new edition has been printed, at 
which time notice will be given. 
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Boston Retail 


Salesmen Meet 


Boston, Mass.—The Boston Retail 
Shoe Salesmen’s Association, Inc., re- 
cently held its March dinner at Hugo’s 
and unanimously declared for a group 
insurance feature, according to a plan 
to be presented at its April meeting. 
T. A. Delany, secretary of the N. S. 
T. A., said that he considered the 
group insurance feature of the N. S. 
T. A. an important factor in stimuiat- 
ing the growth of the National Shoe 
Travelers’ Association. Joe Kalisky, 
of Chicago, chai n of the Member- 
ship Committee of the N. S. T. A., told 
of the fine work of the Retail Clerks’ 
Association of Havana, with a mem- 
bership of 51,1389. Mr. Kalisky became 
acquainted with this organization dur- 
ing a recent trip to Havana, and was 
so much impressed with their activi- 
ties in charitable and civic lines that he 
joined the group. 

Dr. Joseph Lelyveld urged that the 
Boston Retail Shoe Salesmen’s Associa- 
tion organize a school of shoe fitting; 
he promised his help in such a move- 
ment, and advised that the associa- 
tion secure the best men to give talks 
on anatomy pathology, psychology, and 
other subjects, all necessary to scientific 
care of the feet. He said that with 
this knowledge the retail shoe salesman 
would become a professional; that the 
salesman, individually, and the store 
employing these specially trained 
salesmen, would earn larger incomes, 
and thus would the retail shoe business 
gain more prestige and make greater 
profits. A 

One of the features of the meeting 
was the presentation of a mahogany, 
silver mounted, gavel to the retiring 
president, Elmer A. Kuhlen, by presi- 
dent H. U. Kirwin. Lawrence Lelyveld, 
brother of. Dr. Jos. Lelyveld, and a 
salesman in the orthopedic department 
of the A. H. Howe & Sons, Inc., Walk- 
Over store, was admitted to member- 
ship in the association. 


New “Shoe Box’ Shops 


Miami, Fia. (UTPS) —_ Palmer’s 
Shoe Box, owned and operated by S. H. 
Palmer, is to open a third shop some- 
time during March. The new Shoe Box 
will be located on North Miami Ave- 
nue. The stores feature a popular 
priced shoe, specializing in $2.95 and 
$3.95 lines. Mr. Palmer bought out the 
stock of Dietericks’, an exclusive shop 
located in the Seybold Arcade, and has 
just offered the entire line at the prices 
which he features. The Dietericks’ 
stock of Allan and Sole-Mate hosiery 
was also obtained and has been sold at 
a dollar per pair to purchasers of the 
shoes, only one pair going to a customer 
at this price. 








Kinney Store Moves 


CANTON, OHIO (UTPS)—The lo- 
cation of the G. R. Kinney Shoe Store, 
which has been at 416 Market Avenue 
for several years has been changed to 
a larger store room at 440 Market Ave- 
nue. The new location is the same 
store formerly occupied by the H. M. 
Horton Shoe Co., which previously had 
secured larger quarters. P. Wil- 
liams is manager of the Kinney Store. 








Staged “Big Size” Sale 


Los ANGELEs;—CaL. (UTPS)— 
One local retail shoe store believes 
that women with big feet should 
be given consideration. 

Wetherby-Kayser Shoe Co., at 
727 South Broadway, placed exten- 
sive advertising during the past 
week of a “Large Size Day.” The 
event offered special reductions on 
shoes of standard make coming in 
sizes 6 to 9%. These included 
many smart patterns with two and 
three-strap styles of black kid and 
patent leather, also oxfords with 
low Cuban heels. 

According to the sales report for 
the day, women with big feet are 
not bashful about taking advan- 
tage of such an event. It was en- 
tirely satisfactory and will be fol- 
lowed by other sales of the kind 
from time to time. 











Several New Stores 
Open in So. California 


Los ANGELES, CAL. (UTPS) —A 
number of new stores have opened dur- 
ing the past month in Souther? Gali- 
fornia. These, in addition to the ones 
which have been sold or changed hands, 
include: 

The Star Shoe Company has opened 
a modern store at 6400 Pacific Boule- 
vard in Huntington Beach. 

The Normandie Shoe Shop at 6617 
S. Normandie, Los Angeles, has been 
sold to J. G. Colvin. 

Sam Raimez, for eighteen years in 
the shoe business in San Marino, has 
opened a new store at 520 S. Myrtle 
Street, Monrovia. 

King’s Dollar Store at 991 Main 
Street, Riverside, has opened a shoe 
department featuring $1, $2 and $3 
merchandise. 

A Brown-bilt Shoe Store has been 
opened at 135 West San Fernando 
Boulevard in Burbank with S. H. 
Helt as proprietor. The store handles 
a complete line of hosiery. 

A new branch store in the heart of 
the Long Beach business district has 
been opened by J. C. Huggins. It is 
located at 106 West Third Street, and is 
the third of a system of stores operated 
through a main office in Los Angeles. 
The second is in Hollywood. Ted Perry 
has been appointed manager of the 
Long Beach branch. 

Sam Bileri, for many years associ- 
ated in the shoe business in Los An- 
geles and at Downey, has opened a store 
at the latter town in conjunction with 
Tony Spinuzza. 


New Nisley Shops 

CoLumBus, OHIO—(UTPS) — The 
Nisley Shoe Co., operating a chain of 
retail stores in the Middlewest, East 
and South has opened an additional 
store in St. Louis, with Virgil Brown, 
formerly manager of the Peoria, IIl., 
store as manager. Another store, lo- 
cated at 1006 Euclid Avenue, Cleve- 
land, was opened March 14 with 
Thomas Lyons, formerly manager of 
the Cincinnati store as manager. The 
two stores increase the number of re- 





tail establishments to 43. 





Pre-Easter Business 
Good in St. Louis Store 


St. Louis, Mo.—The much-heralded 
pre-Easter shoe business arrived on 
time, with all stores reporting an in- 
crease over the business of the pre- 
vious ten days. There was zest to the 
buying and a demand for Spring 
shoes which gave impetus to colors. 
Some shoe stores report the beige tones 
leading; others announce a _ decided 
strength, bringing the suntan shades 
within easy reach of the ever-popular 
patent leather vogue. One popular 
priced store reported patents 60 per 
cent with suntan shades 40. This 
store a week ago gave patent about 80 
per cent and suntan 20 per cent. 

Red is having its share of the pres- 
tige in popular priced footwear, with 
some anticipating a better demand for 
the fiery color as the season advances. 
Those stores displaying prints are hav- 
ing an acceptance from the buying pub- 
lic. Particularly in popular priced 
shoes are they being sought. 

In higher priced footwear the picture 
remains ‘unchanged, with water snake 
and lizard ‘continuing to show marked 
strength. Operators report manufac- 
turers announcing increases for shoes 
of this material, the increase in some 
instances being as much as $1.00 a pair. 

Black lizards and water snakes have 
had a pronounced demand according to 
one of the leading stores, Colored linen 
shoes as well, have been in healthy de- 
mand. 

One of the outstanding stylists ‘has 


ithe following to say: 


“Whites will be as good as last year, 
although we haven’t bought as many as 
we did a year ago.” 





New Florsheim Shop 


ATLANTIC City, N. J.—The first 
Florsheim shoe store to be opened in 
Atlantic City. began business Monday, 
March 11, at 1219 Boardwalk, in the 
Chalfonte Hotel block. 

The new shop is fitted up in the 
usual Florsheim manner with walnut 
fixtures and furniture. Double display 
windows, recessed, are used in front. 
The manager of the new store is G. 
A. Kiefer, who was transferred from 
Philadelphia. Mr. Kiefer, before go- 
ing to the Philadelphia store, was with 
the Florsheim Broadway and 47th 
Street store, New York City. 





Baker Co. Opens Another 


MONTGOMERY, ALA. (UTPS)—The 
Baker Shoe Co. held the formal open- 
ing of their new store here Saturday. 
The store will feature popular prices 
of $3.95 and $4.95. John Griffin, for- 
merly with Vanity Boot Shop, is man- 
ager. 





Pied Piper Store Open 


JACKSONVILLE, Fuia. (UTPS)—A 
Pied Piper Shoe Store opened for busi- 
ness Friday, March 15, at 225 Hogan 
Street. The store will be managed by 
J. H. Rentz, a man well known to the 
local shoe trade. The store exrects to 
handle only juvenile styles and sizes. 
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Easter Trims Installed 


in Boston Retail Stores 


Boston, Mass.—The retail shoe busi- 
ness of this city has been fair during 
the past week. Windows have looked 
at their best, with special Easter trims. 
Style shows, in which shoes were made 
an important part of the ensemble, 
have been held by various department 
stores and shoe stores; as well as by 
stores in outlying suburbs. . 

In women’s shoes, models to blend 
with bag and background color in beige 
kid, for instance, harmonizing with sun- 
tan hosiery, gloves and beige bag; dark 
blue kid, or black shoe, matching or 
blending with blue coat; or black and 
white costume and watersnake trim. 
Sometimes, and especially with evening 
costumes, pumps accented the costume, 
patent leather bye being much noted 
with black and white effects. 

The dyeing of white shoes in purple, 
red, and other colors to match hat, or 
some color in gown, is a growing busi- 
ness with the retail shoe stores here. 
Gray blues, and Lelong blue kids, as 
well as suntans, and lizards, are shown 
in tricky straps, high throat pumps, 
one straps and plain opera pumps; the 
new “hi-lo” is a favorite, and in 
many stores is a better seller than the 
high heeled number. 

A few sales have taken place the past 
week, but the majority of stores are 
devoting their efforts exclusively to 
the new numbers at $12.50 and over, 
in the high-grades. The $4, $5 and $6 
stores are all doing a very satisfactory 
business. 

Hosiery to match the skin is asked 
for in a number of the shops and sev- 
eral of the big department stores have 
boosted the idea with special displays 
of colors for women with fair skin; 
colors for those with medium skin, an 
shades for the brunette. 





New Berland Store Open 


CLEVELAND, OHIO (UTPS)—The 
Berland Shoe Stores Inc. of St. Louis, 
opened a new shoe store at 10004 

uclid Avenue, Cleveland, Ohio, on 
Saturday, March 9. H. P. Direnfeld 
will be manager. Mr. Direnfeld was 
formerly manager of the Cinderella 
Ss a Shop under the ownership: of 
I. J. Prope 


r. 
Berland’s new Cleveland store is 
unique in its orchid-colored fixtures 
and orchid. chairs with green plush 
cushions. The ceiling is wey with side 
walls of an ecru shade. The window 
signs are made of letters in red and 
black outline with a double burnished 
gold — put on by the New York 


he store wil Ifeature ladies’ shoes in 
i youthful styles retailing at 


New Beck Store 


Paterson, N. J. (UTPS)—A. S. 
Beck is opening a new store at 700 
Main ore tee in what is known 
as the Naddler Building. The store is 
being altered at the nresent time and 
equipment is being installed and they 
hope to be ready by Easter to catch 

sede in shoes for men 
will also feature a 


the early spring t 
women. 
_ hosiery department. 





Picturing Use 





orthopediow agree that the 0r- 
| epee of « youngster» 
foot demande feorwenr 


‘The Plastic Shar, snd wold omby by 
Thayer McNeil, m the choe chet Nerere 
herself would order for the humen fog. 
The Plastic Last docs wot cramp, for the 
toe m rooety and the wssce Inoe of the shoe 
tamarsight And the flexible Plastnc Arch fies 





build and strengrhee with exercise. Every The Dress Plast: Plan 
sive of Plastu Sher ww svemtficaily made to te Oxford m tan calf 
pire the proper sepport snd balance to the patres leather Sexes § 0 
growing foot. 8, at $4.75; 84 wt, 


Seart your child om the road to health sow on 
with Plasres 


The Play Plast Maccann tyle 
Oxfard te tan or inghe beoge lt 
Stars § 8, at $4 50: 8% 0 44, 
“ns 





The Cunoaen's Shop 


THAYER McNEIL 


Tamme Prace 











A well done suggestion of the sturdi- 
ness of their play shoes is given in this 
newspaper advertisement of the Thayer 
McNeil store of Boston. Many mothers 
can be led to overlook what they might 
think a high price by this pictured 
stress on durability and by the copy 
in the main body of the advertisement 
which tells why a foot which is well 
fitted to a shoe on this last is a healthier 
foot. 


Shoe Dept.’s Rearranged 
at L. S. Donaldson Co. 


MINNEAPOLIS, MINN. (UTPS) — In 
connection with changes incident to re- 
moval of the buildings on half the block 
it occupies preceding erection of a new 
building, the L. S. Donaldson Co. is 
making some changes in the shoe line- 
up. A department for men’s and boys’ 
shoes has been put in on the ground 
floor at the left of the Sixth Street 
entrance, divorcing the men’s shoes 
from the women’s department and 
bringing the boys’ shoes from the base- 
ment. The lower price shoes for 
women remain in the basement, but an- 
other line of lower grade shoes than 
that carried on the main floor is to be 
opened later in the basement. There 
is no change in management. The new 
department adjoins men’s furnishings. 
For the opening a special. sale was 
made of 1000 pairs of men’s shoes at 
$5.85. brought down from $7, $8.50 
and $10. These are in tan and black 
kid and calfskin. The introductory 
price for boys’ shoes is $4.95. 








Stendal Opens New Store 


MINNEAPOLIS, MINN. (UTPS)—C. 
M. Stendal, the Shoeist, has set March 
18 as the date for the opening of his 
new store at 1001-03 Nicollet Avenue, 
which is said by expert shoe men to 
be at least the peer of any store in 
the country for equipment and manner 
of decoration and finish. The Stendal 
property, where the store has been for 
several years, is part of the building 
which is to be taken by a low price 
chain store and the move was neces- 
sary, four blocks further out. 








Merchants May Re-Order 
On Colored Footwear 


CINCINNATI, OnI0.—Bright sunshiny 
days prevailed the week of March 11, 
and quite a few local merchants took 
advantage of them and held spring 
openings. The majority of openings will 
not be held until the third or fourth 
week of the month, some having been 
delayed due to the late arrival of some 
of their spring merchandise. 

One merchant declares that if 
weather holds up for the next three 
weeks 25 per cent of the stores will be 
re-ordering light colored footwear and 
one’ or two have already requested 
manufacturers to ship whites by April 
1 if possible. 

Retail merchants evidently expect 
fair sailing on gray kid as the ma- 
jority are showing complete lines. 
Ready-to-wear departments report gray 
ensembles very popular and _ these 
necessarily call for gray shoes to match 
and it is necessary for stores to carry 
a dozen to twenty shades of gray in 
order to be able to match all costumes. 

Black mat kid is leading sales for 
the black family in one or two local 
stores and patent is moving fair. Rep- 
tiles and combinations are very good 
in the better grades and quite a bit 
of action is noted on printed and plain 
crepes and satins for evening wear. 





New Lease for Douglas 


INDIANAPOLIS, IND. (UTPS)—Lease 
of the ground floor property at 30 East 
Washington Street to the W. L. Doug- 
las Shoe Company, for a _ ten-year 
period at an aggregate rental of $115,- 
000, is announced by J. E. Smyth, 
manager of the Indianapolis store. The 
storeroom, now occupied by the Newark 
Shoe Company, will be remodeled with 
a new modern front and extensive im- 
provements to the interior before the 
Douglas Shoe Company takes it over 
June 1. Although the Newark Shoe 
Company has a lease expiring in No- 
vember, arrangements have been made 
for the Douglas company to take pos- 
session in advance of the lease expira- 
tion. The new store is in the Wash- 
ington Hotel building. The Douglas 
company now occupies property at 10 
East Washington Street, and its lease 
on the present location expires July 1. 
The future of the Newark store has 
not been made public. 


Muse’s Open Childs Dept. 


ATLANTA, GA. (UTPS)—A radio 
concert over WSB, the well-known sta- 
tion of the Atlanta Journal, featured 
the opening on March 14 of Muse’s 
juvenile shoe department. 

This department, which is located on 
the sixth floor of the Muse Building at 
the corner of Peachtree and Walton 
Streets, carries Pied Piper shoes ex- 
clusively, it is announced. The well- 
known Pied Piper fitting stand has 
been installed, and a wide stock of 
goods suitable for boys and girls has 
been installed. 

The department is in charge of S. 
D. Tanner, who was formerly con- 
nected with Byck’s shoe store on 
Whitehall Street, and who has had 
fifteen years of practical experience in 
handling children’s departments. — 
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York Presents /ts First Shoe Style Show 


Here are the thirty-six models used by the York (Pa.) Shoe Retailers’ Association style show revue on March 14. Alfred 
E. Bentz, director of the models, is pictured on the extreme left in the first row. The page boy who presented each group 


York, Pa.—The first annual shoe 
style show sponsored by the York Shoe 
Retailers’ Association has been pre- 
sented to the public and proved to be a 
success. 

In a local ballroom on March 14, 
models selected from the employes of 
the nine stores participating paraded 
on a specially built runway before an 
audience that numbered well over the 
3000 mark. Long before the show 
started, the ushers were forced to an- 
nounce to the many persons appearing 
that standing room alone was left. 
Even the galleries were filled with per- 
sons who often showed their apprecia- 
tion of some attractive presentation by 
continued applause. 

William B. Lutz, chairman of the 
committee, which also contained Jacob 
Reineberg and Clarence Hoff, acted as 
the master of ceremonies, and soon 
after the audience had filled the audi- 
torium he welcomed it in a brief ad- 
dress. A tiny page boy next appeared 
bearing cards announcing each exhibit 
and immediately after him the models 
displayed the latest fashions that mi- 
lady will wear this spring and sum- 
mer. Thirty-six persons, including a 
number of men, presented in turn 
sports shoes, snappy creations for 
street wear, general purpose shoes and 
evening slippers, and articles for rainy 
days made up another attractive part 
of the program. 

Four large spotlights were focused 
upon the runway which extended almost 
the entire length of the ballroom. These 
lights showed to advantage the brilliant 
colors of the newest cloth shoes, the 
sparkling stone-set evening slippers 
and the soft sheen of the variously-col- 
ored leathers. A clever feature in the 
lighting effects was the use of a glare 
that presented each model in silhouette 
before she or he appeared on the stage. 
During the entire revue and the brief 
intermission a snappy dance orchestra 
provided music with subdued tones, and 
then later furnished the rhythm for a 





of exhibits is shown in the front, center 


dance to which all of the persons pres- 
ent were invited. 

One of the outstanding things of the 
York revue was the attractiveness of 
the decorations, the costumes and light- 
ing effects all provided at a minimum 
of cost. Briefly, the manner in which 
the show was presented was: 

Tickets of admission were distributed 
by the nine stores to their customers 
and friends. Each store provided four 
models. A number of clothing stores— 
some combining footwear sections — 
were asked to cooperate by providing 
suitable gowns, dresses and suits for 
the models. They did so and recogni- 
tion was given to them in the placards 
borne by the page boy announcing the 
name of the shoe company exhibiting 
certain styles and also the name of the 
company providing the suits or dresses 
used by the models. 

Alfred Bentz, of P. Wiest’s Depart- 
ment Store, directed the models and as- 
sisted with the scenic effects. These 
effects were secured by utilizing inex- 
pensive but attractive materials. The 
runway was built of boards placed on 
trestles and then covered and deco- 
rated. Each model appeared on this 
runway twice. thus showing 72 distinct 
styles of shoes, all kept in stock by the 
dealers to supply later needs. The con- 
clusion of the pageant was a finale 
which included all of the models. 

Newspapers provided publicity and 
the entire cost of the revue was esti- 
mated to be about $250 or $300, in- 
cluding the cost of the hall and the or- 
chestra. 

The general committee had much to 
do with the success of the show and the 
following men ‘also contributed their 
share in the various details: Mose Leib- 
owitz and Charles Martin, in charge of 
the ushers, who had what was perhaps 
the most strenuous work of the eve- 
ning; John Dennis, in charge of the 
music; Lee Reineberg, who supervised 
the lighting effects; Cletus Reineberg, 
who had charge of seating the large 





audience, and Samuel Brueggeman, in 
charge of the stage and runway equip- 
ment. Alfred Bentz drilled the models 
in their parts. ‘ 

The following stores participated in 
the event: The United States Rubber 
Company, with a display of equipment 
for rainy weather, including the latest 
things in trim footwear of water-re- 
sisting quality; P. Wiest’s Department 
Store, Bon-Ton Department Store, C. 
H. Bear & Company, Lee Reineberg 
Shoe Store, Edward Reineberg’s Shoe 
Store, M. & L. Shoe Store, Lehmayer & 
Brothers, and the G. R. Kinney Com- 
pany. 

A number of out-of-town visitors 
were present, among them Calvin J. 
Mench, secretary of the Middle Atlan- 
tic Shoe Retailers’ Association, who 
displayed much interest in the revue. 
A large percentage of the audience was 
— from the district surrounding 

ork. 


Geutings to Open New 
Store in Suburbs 


PHILADELPHIA, Pa.—Geutings, who 
last year opened a children’s shoe and 
accessory shop in the exclusive Ard- 
more suburb, are about to open a simi- 
lar store in Germantown, Pa., another 
high-grade Philadelphia suburb. The 
new store will be opened about May 15. 
Maurice Yoskin, who superintended the 
establishment of the Ardmore shop is 
supervising the installation of the new 
Germantown store. 


Wise Shop Closed 


CoLumBus, OHIO (UTPS)—The Co- 
lumbus store of the Wise Shoe Co. has 
been closed after an existence of 
slightly more than a year. The store 
was located at 69 South Hieh Street 
and was managed by Roy L. Foster. 
The stock was shipped to other stores 
in the chain. 
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Mid-West Notes 


Increase in 
Shoe Shipments 


St. Louis, Mo.—A decided improve- 
ment has been reported in the wholesale 
district with the large general line 
houses sharing in the upswing. During 
the past week the figures in shipments 
which until now have been approxi- 
mately the same as those of a year ago, 
have forged ahead. The activity, it is 
believed, will continue, and the season 
looked forward to with eagerness has 
evidently arrived. Ail firms are report- 
ing this betterment, but the most satis- 
faction is being displayed by the gen- 
eral line houses. 

Reports are to the effect that the 
leather market has been strengthening, 
which will keep prices firm. Also some 
comment is heard’with reference to the 
much discussed tariff having a tendency 
to hold prices at the present level. 

It_is believed that business for the 
coming months will show a decided im- 
provement, the comment being that 
merchants have just gone through a pe- 
riod of stock-reducing, placing them in 
an admirable position to purchase new 
footwear. for the Spring and Summer 
season. 


Harsh & Chapline Co. 
to Add Dress Shoes 


MILWAUKEE, WIs.. (UTPS)—Denial 
that the Harsh & Chapline Shoe Co., 
694 Hanover Street, will move from 
Milwaukee as reported in a trade 
paper, was made Tuesday by George 
P. Utley, vice-president and neral 
manager. Rather, the Milwaukee di- 
vision of the Craddock Terry Co. will 
expand in this city, adding boys’ and 
men’s dress shoes to its present line 
of work shoes. 

It was stated that there has never 
been any thought of moving any part 
of the company away from Milwaukee. 

The Harsh & Chapline Co. employs 
about 1400 in the shoe factory and 
tannery here and manufactures around 
7200 pairs of shoes each day. The 
tanning plant is maintained for the 
manufacture of upper shoe leather. 





New Hide Firm 


CINCINNATI, OHI0.—I. A. Abrohams 
& Co., wholesale dealers in furs and 
hides, recently opened offices and dis- 

lay rooms in the First National Bank 

ldg. Mr. Abrohams resigned as presi- 
dent of the Cincinnati Hide & Fur 
Co. to form the above firm and is now 
operating not only in this country but 
in several foreign countries as well. 





Much Activity in 
In-Stock Departments 


Boston, Mass.—Factories here are 
generally busy on orders for spring and 
summer selling. Wholesale houses and 
in-stock departments are showing much 
activity on at-once-delivery orders. 
Traveling salesmen are expressing con- 
fidence on advance business, especially 
those selling women’s and children’s 
lines. 

Shoe manufacturers here are adding 
to their salesforces, and are carefully 
studying the public’s wants. New pat- 
terns are being constantly introduced. 
Among the new popular effects is the 
one-eyelet bow tie, usually of grosgrain 
ribbon. Some makers report that ties 
lead—others say straps. The sandal in 
light colors of kid, or in prints, or in 
some of the new cotton fabrics, are 
good sellers. 

Many of the sandals have artistically 
woven vamps in patterns in which two 
colors of leather are blended. Among 
the new cotton fabrics is one resembling 
a whorl velvet, in blue, green, pink and 
yellow. A high-grade fabric, in black 
and white, white and red, and blue and 
pink combinations, is attractively 
shown in strap patterns. Green and 
patent leather combinations, and green 
and black moire, are also reported as 
active numbers in straps. Patent 
leather and red kid ties are much in 
evidence. Reptiles have been very satis- 
factory sellers; the light colors being 
now in full swing. Some manufactur- 
ers of women’s novelty shoes say that 
they are selling many black kid shoes, 
with colored trims for May. Leather 
houses report that they look for the 
vogue of light colors to keep up during 
the entire summer. 


Booking Orders for 
Late Spring Delivery 


CINCINNATI, OHI0.—Several local 
shoe factories were run overtime the 
first two weeks of March in order to 
complete al! pre-Easter orders,. but 
production will be slowed down the lat- 
ter part of the month. It is generally 
believed that factories will be able to 
start back on full schedule within the 
next three or four weeks. 

Quite a few orders for April de- 
livery are coming in at this time with 
light colors, black patent and mat kid 
being given preference. A nice volume 
of orders is also being received on 
whites, some for immediate delivery 
but the majority for delivery in Apri! 
and May. Sandals are going over big 
with the trade for late spring delivery 
and it is thought that this will be a 
good season for this type of footwear. 
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Millerites Make Whoopee 


New York, N. Y.—The Millerites 
12th annual beefsteak, entertainment 
and dance was held at the Commodore 
Hotel, on the night of March 17, with 
more than 1000 employees in both the 
manufacturing and retail branches of 
I. Miller & Sons, and their friends 


present. 

Following the dinner and short talks 
by various members of the firm, the 
Millerite “Whoopees” of 1929 were 
presented, with Eddie Cantor as Mas- 
ter of Ceremonies. Mr. Cantor intro- 
duced several well-known vaudeville 
and revue artists who entertained the 
company. Following this a dance 
brought the night to a close. 


Int’] Discontinues 


Int’l-Chicago Shoe Co. 


CuHicaGo, Itt.—In a statement to its 
customers the International-Chicago 
Shoe Co. states that after careful con- 
sideration the company has concluded 
that it can render a better service to 
the customers of the International-Chi- 
cago Shoe Company by handling that 
business through its St. Louis 
branches. It is clear, the announce- 
ment continues, that distribution of 
their shoes from St. Louis can be made 
at a lower cost, constituting an advan- 
tage to both customers and company. 

Manager W. B. Hatcher stated to a 
RECORDER representative this week that 

lans now underway call for the re- 
inquishment of.the Chicago distribut- 
ing depot on or soon after April 1. 

The Chicago branch has occupied the 
six-story building at the southeast cor- 
ner of Monroe and Franklin Streets, 
Chicago, since March, 1928. During the 
year just closing the sales force has 
varied from thirty to forty salesmen 
covering territory from Ohio to the 
northwest. 

With the advent of the Chicago 
branch of the big company the branches 
in that city for The Peters Shoe Co., 
Roberts, Johnson & Rand Shoe Co., 
and Friedman-Shelby Shoe Co. removed 
from other locations to the building oc- 
cupied by the International-Chicago 
Shoe Co. These branches will continue 
at the Franklin Street location. 


Patent Grows Stronger 


HAVERHILL, MAss.—Increased quanti- 
ty of patent leather is being cut in local 
factories as buyers begin to anticipate 
their after Easter demands. Blacks 
will run strong for late spring and 
early summer, it is apparent. Com- 
binations of kid and patent will also 
hold good. Patents continue to feature 
straps and light pumps, with the sandal 
trend more and more obvious. Local 
factories are getting out their Easter 
shoes satisfactorily. 


Violet Rays for Leather 


_Peapopy, Mass.—The Turner Tan- 
ning Machine Co. has secured patents 
on a method of using violet rays in the 
finishing of leather as a means to im- 
proving the color of the same. Tan- 
ners of patent leather have been ex- 
perimenting for some time with the use 
of violet rays for improving the shine 
and finish of their leather. 





Wide Variety Seen in 
Sport Shoe Patterns 


BROCKTON, Mass.—This center is not 
as busy on the Easter rush as might 
have been the case had the annual 
spring dress-up day been a little later 
in the season when the weather has 
become a bit more stable, but local 
factories have had their share of the 
seasonal surge as is indicated by the 
steady operation of plants here for 
several weeks, including both the 
higher-priced and medium grade com- 
panies, 

While many shoe men are fairly 
well satisfied with the run of orders, in 
view of the general conditions in the 
trade, several of them are looking 
ahead and stressing a heavy sport sea- 
son. And from indications in some of 
the factories, the general public is tak- 
_ to the idea of dressier shoes for 
lighter and brighter costumes during 
the warmer months. 

Sport footwear from this center 
never before has shown such a bril- 
liant array of combinations of leathers 
and the bizarre and unique in design. 
White and tan leather with combina- 
tions of black and dark tan leathers 
have been made up in many handsome 
designs with both rubber, fibre and 
leather soles. One number that already 
has had a wide call even for the com- 
paratively early Southern season is a 
shoe made_in lower than the usual ox- 
ford style with cut-out designs in the 
vamp to allow for free circulation of 
air. 

Of women’s sport features there 
seems no limit, and the gamut from 
reptile leathers in full use and in com- 
bination, to fancy cloth fibre, has been 
run by the designers to give women an 
alluring choice of specialties. Whites 
will be very popular this summer, if 
the advance barometer of orders means 
anything. 


Big Pump Business 


BROOKLYN, N. Y.—<According to 
Emil Garofalo, president of Garofalo 
Bros. Shoe Company of 58 Walton 
Street, business on a strip pump 
which the company features is keeping 
the factory exceptionally busy all year 
round. The strip pump is today a 
staple shoe and many stores are suc- 
cessfully building a lucrative business 
on it. The most important quality nec- 
essary in a pump is that it be a d 
fitter, in all sizes. The Garofalos have 
solved the fitting problem by a system 
of grading patterns for their pump. 


Buys Another Factory 


HAVERHILL, Mass.—The purchase of 
the second piece of factory property 
within a fortnight by Simon Starensier, 
local shoe man and realtor, is an- 
nounced this week. His latest purchase 
is the Philip Swett block, 55, 57 and 61 
Wingate Street. The Swett block of 
brick construction, made up of three 
sections, each of four stories and base- 
ment, has a total floor area of 22,000 
square feet. The factory is occupied 
by several shoe and allied manufac- 
turing establishments, the entire floor 
area now being in use. 
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WM. SUMNER SMITH 
825 W. Moenres, Obleage 














PARISTYLE FOOTWEAR MFQ. CO., ING. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in’ meeting immediate needs. 
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White Vies with Colors 
in Style Predictions 


LYNN, Mass.—Shoes flow from the 
factories like water down a brook, 
swirli in styles here, and eddying 
in staples there, but ever rushing on- 
ward. The Easter season is over. Yet 
it wasn’t a season. Styles change week 
by week, or even day by day, and the 
old-time signposts of this season and 
that season guide the trade no more. 
The style program for the next few 
weeks is not as clear as it might be. 
A lot depends on the weather, for fair 
skies and warm suns mean brisk sales. 

Some say whites early, and in vol- 
ume. Others say colors, especially the 
sunburn hues, which suggest life in the 
[Se ge sunshine of out-of-doors. Yet 
lacks keep on gaining, especially in 
the popular price lines, where the new 
cheapness and the quality of the shiny 
black leather recommend its use. It 
is fairly safe to say that Lynn shops 
have cut much more snake than a year 
ago, and to add that other reptiles con- 
tinue in demand. 

In one shop, a hundred and one 
leathers and fabrics were noted in the 
stock .room, while in another but three 
leathers were going over the boards— 
patents, snakes and sands. Simply two 
different methods of dealing with styles, 
that’s all. 

Punched effects constitute the newest 
fancy, with vamps and sometimes 
quarters, punched as ful! of small holes 
as a sieve. Vamp linings of these 
shoes are usually of leather, and not of 
fabric. 


T. J. Apjohn Dead 


BrockTon, Mass.—Thomas J. Ap- 
john, for many years one of the best 
known shoe trade executives in the dis- 
trict, and in recent years superinten- 
dent at the United Last Co. factory, 
died at the Brockton Hospital, March 
14, after an illness of a few days with 
pneumonia. Besides his wife he leaves 
a son, Thomas, a senior in Brockton 
Hight School. Outside of his business 
interests he lone had been an active 
figure in the fraternal and civic life of 
the community, and was active in the 
affairs of the Brockton Cricket Club, 
at which game he was a star in his 
younger days. 





Add Theatrical Shoes 


St. PauLt. Minn. (UTPS)—Schune- 
mans & Mannheimers have added 
theatrical shoes to their shoe depart- 
ment. This is to make it easier to 
buy these shoes, formerly ordered spe- 
cially. The denartment will carry a 
full line of ballet slippers, buck and 
wing dancing sandals. bowling shoes, 
gymnasium and athletic shoes. 





Katz Store to Move 


MINNEAPOLIS, MINN. (UTPS)—The 
Katz Shoe Store at 731 Sixth Avenue 
N. for the last 16 years will be re- 
moved to 1901 Plymouth Avenue about 
a mile distant. Shoes for men, women 


.and children are stocked, and also men’s 


furnishings in the new place. Sam 
Katz has been in the shoe business 
20 years. 








Avon Factory Busy 


Avon, Mass.—The Gill-Fisher Shoe 
Co, of this town celebrates its first an- 
niversary in business with a very 
flattering business report of increase 
of its business from 10 dozen pairs a 
day when it started to 75 dozen when 
it concluded its first 12 months of op- 
eration. Arrangements now are being 
completed for a re-arrangement of the 
factory space whereby the output may 
be doubled. 

Members of the company are M. F. 
Ellis, Joseph A. Gill, Arthur Gagne 
and Arthur Fisher, the latter also 
superintendent of the factory and di- 
rector of sales. 


Two New Salesmen for 


Keystone Reptile Tanners 


PHILADELPHIA, Pa.—Because of the 
increasing interest in reptiles, the Key- 
stone Reptile Tanners are transferring 
Frank B. O’Neil, who has been located 
in St. Louis, to the East as a special 
sales representative, and have ap- 
pointed Walter J. Meyer, 809 Sycamore 
St., Cincinnati, Ohio, as their selling 
representative in the Cincinnati terri- 
tory, and G. T. Leavitt of 1602 Locust 
St., St. Louis, as their representative 
in the St. Louis territory. Both of 
these representatives will carry com- 
plete sample lines of reptiles. 


Low Priced Polka Dots 
Selling in Philadelphia 


PHILADELPHIA, Pa. (UTPS)—The 
polka dot shoe, which began life in this 
city when the ces Sat | inns copied the 
Perugia model they had bought abroad, 
has descended to become a best seller in 
the chain stores, where they are selling 
in all colors between $5.00 and $7.00. 

In red, purple, blue, green, black and 
pastels and browns, they are prominent- 
ly displayed in chain store windows, 
and the managers say that girls are 
buying them like hotcakes. They say, 
further, that the vogue will probably 
last throughout the summer, when they 
are most attractive anyway, and they 
expect to clean up on them. 

A buyer for one of the exclusive 
shops states that despite the fact that 
the chain stores are selling polka dots, 
she has looked in vain for them on the 


| street, and it is expected therefore that 


the smart people won’t stop buying 
them for the present at least. 





Haines in Lewistown 


York, Pa.—The Mahlon N. Haines 
Shoe Company, with headquarters in 
this city, has opened a new store in 
Lewistown, Pa., bringing its number in 
the chain to well over fifty stores. The 
new store is well located and is in the 
Huntingdon, Bellefonte, Lock Haven 
and Sunbury group. 





Spencer Store Refinished 


PROVIDENCE, R. I. (UTPS) — The 
Spencer Shoe Store here has been re- 
finished on the exterior, giving the 
store a more modernistic appearance, 
at least from the color standpoint. The 
predominant colors are golden yellow 
and green. 
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Stoner Succeeds Van Kirk 


INDIANAPOLIS, IND. (UTPS)—Pres- 
ton F. Stoner succeeds L. A. Van Kirk 
as manager of the Petot Shoe Store, 
12 East Washington Street, Indianap- 
olis. Mr. Stoner has been associated 
with the Petot company for the past 
eight years and i to his promotion, 
was in charge of the Evart Shoe Shop 
on the Monument Circle. L. A. Morrison, 
formerly a salesman in the Petot shop 
has been made manager of the Evart 
shop. Mr. Van Kirk, who retired, will 
enter the real estate business in In- 
dianapolis. 


L. H. Pollock Opens 
New Store in Raleigh 


RALEIGH, N. C.—On Friday, March 
15, at noon, the grand opening of Pol- 
lock’s Cinderella Shop took place. The 
opening was made official by Honorable 
Josephus Daniels, and the store kept 
open house for the day, with L. H. Pol- 
lock officiating. 


Kahler Store Burns 


CLEVELAND, OHIO (UTPS) — The 
quarters of the Kahler Shoe Co., East 
19th and Euclid Avenue, Cleveland, 
Ohio, were completely gutted Wednes- 
day night, March 6, by a fire which de- 
stroyed an entire two-story brick build- 
ing with a loss of $250,000. Five other 
companies shared in the loss. Nearly 
all the contents of the building includ- 
ing the’ Kahler shoe stock was wiped 
out or completely damaged by the 
flames and water. The fire was fanned 
beyond control by a 50 mile-an-hour 
windstorm which resembled a miniature 
tornado. 


Now Cort Shoes, Inc. 


CLEVELAND, OHI0—On March 1, the 
name of Cort & Berkman, Inc., was 
changed to Cort Shoes, Inc. There has 
been no change made, however, in the 
personnel or the financial set-up of this 
concern. 


Club Holds T. F. A. Night 


[CONTINUED FROM PAGE 61] 


Jr., of Pfister & Vogel Leather Co., Bos- 
ton; first vice-president, M. P. Gaddis, 
of the International Shoe Co., Boston; 
second vice-president, Everett T. Pack- 
ard, of the Avon Sole Co., Avon; treas- 
urer, Frederic M. Haynes, of Milton; 
secretary, Thomas F. Anderson, of Bos- 
ton; associate secretary, Major Charles 
T. Cahill, of the United Shoe Machinery 
Corporation, Boston. 

The executive committee of the club 
for the year is as follows: 

Horace Drinkwater, of Edwin 
Clapp & Son, Inc., East Weymouth; Ed- 
win T. Cady, of the Griess-Pfleger Tan- 
ning Co., Boston; George B. Hendrick, 
of e Footwear Guild, Inc., Boston; 
Paul O. MacBride, of the Milford Shoe 
Co., Milford; Bion F. Reynolds, of B. F. 
Reynolds Co., Brockton; William B. 
Rice, of the W. B. Rice Shoe Co., South 
Braintree; Arthur C. Stern, of Boston; 
John T. Hollis, of Cushman-Hollis Co., 
Boston; Daniel Tyler, of Linscott, Tyler, 
Wilson Co., Boston; and Carl F. Dan- 
ners of the American Hide & Leather 
Co., Boston. . 





Style Show Held in 


Shoe Store Windows 


SaLeM, Mass.—Almy, Bigelow & 
Washburn, Inc., gave a style show, 
especially for children, during three 
recent days. It was given in the big 
windows of the store, and as it was for 
children, it presented a picture of a 
school room, desks and all, and six chil- 
dren, four girls and two boys, acting 
their parts as they portrayed the 
daily routine of the school, from the 
time they arrived, wearing new spring 
clothes, to the time the bell rung for 
them to depart. These children wore 
“Kali-sten-iks” shoes and, to prove the 
nimbleness of their feet, they danced 
most gracefully. 

Crowds of children, and quite a num- 
ber of grown persons, gathered before 
the windows and watched the shows, 
which, of course, were given after 
school hours. Miss Elizabeth Gilman, 
assistant advertising manager of the 
store, directed the performances. 


New Baker Shoe Shop 


ATLANTA, GA. (UTPS)—Work is 
nearing completion on the new Baker 
Shoe Shop at 69 Whitehall Street. 
This store, which will be in the same 
block with Pgul’s, Byck’s, Chandler’s 
and Kinney’s shoe stores, is in the 
heart of one of the city’s most impor- 
tant retail shopping districts. It is 
being furnished in modernistic style, 
and will be the second Baker shop to 
be opened in Atlanta, the first having 
been operated for some time at 1 
Whitehall Street. 





Wohl Opens Dep't 


BIRMINGHAM, ALA. (UTPS) — The 
Wohl Shoe Company, of St. Louis, has 
opened a new shoe department at the 
new William’s here. The department 
will be under the management of W. S. 
Buchanan. Shoes at $5.85 to $6.85 
are to be featured. Free hosiery was 
— with each pair sold opening 

ay. 


The Fashion Outlook 


[CONTINUED FROM PAGE 43] 


In fact, this is an era of idealized 
footwear and never has artistry been so 
delicately employed a sin this year’s 
footwear, where overlays and underlays 
must be products of the master mind. 

This week in Detroit, R. H. Fyfe & 
Co. invited the public to attend a prome- 
nade of fine footwear in the fourth floor 
salon of their magnificent building in 
Detroit. 

The style showings were on Tuesday, 
Wednesday and Thursday. Detroit had 
an opportunity to see the subtle and 
lovely color harmonies of this very 
dress-able season. 

It was my pleasurable opportunity to 
be part of the picture of Ffye’s presen- 
tation of Spring fashions to the public 
of Detroit; and it was possible, through 
the real cooperation of the specialty 
house of Himelhoch, to develop a pres- 
entation of fashion through gowns and 











millinery of its selection. 





WHERE TO BUY 


Women’s Novelties 








Easter Styles— 
$2.35! ! 


Fancy patterns, uni- 
j formly clean shoes, fine 
c and extra quality. 

for circulars! 





Samuel Cohen Shoe Co. 
72 am = Bosten, 








BONDWAY 
sree eS OCESS 


80ND SHOE COMPANY, 132 Duane St.. New York 














WHERE TO BUY. 
Ballet Slippers 















Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























Black Kid 


BALLET SLIPPERS 

Made on Right and Left Lasts 
Wom. Miss.Childs 

Sep — Coup Gone 1 1.40 1.35 


Coast Prices Slightly Higher 
BROOKS SHOE 


MFG. CO. 
Philadeiphia— 
1725 No. 6th Bt. 

Los Angeles—1162 So. Hill 8t. 







IN 
STOCK 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN STOCK 


Women's, $1.35; Misses’, $1.80; Ohildren’s, 
$1.25. Mail orders promptly attended to 


Send for Samples 
ROTH & ROSENBERG SHOE CO. 


Manufacturers 
124 N. 3rd St., Philadelphia 














Im Stock Black Bal- 
let Slippers 


Ladies’ $1.26 pr. 
Missew $1.20 pr. 
Child’s $1.16 pr. 
SLOG SHOE CO., INC. 
147 Deane &t., 
New York, N. Y. 





























N this new store, the striking 

modernistic ceiling and lighting 
effect commands instant attention— 
the customer is forced to look up. 
The. ceiling. and-lighting arrange- 
ment is shown in the photograph 
above. At the right is a closer view 
of the modernistic treatment: of the 
division between the foyér and 
selling floor. - A ‘section of the ho- 
siery department also is shown. 


ticality, the new Andrew Geller shoe shop opened 

late last week in New York on Fifth Avenue, 
between Forty-fourth and Forty-fifth Streets, gives a 
much different impression from many of the “modern” 
shoe emporiums recently opened. 

For one thing, the new store has exposed shelving and 
plenty of it. For another, the modernistic effect, while 
seen in many of the fixtures, is rather subdued, except 
in the ceiling, which has gone wildly modernistic. A 
series of offsets and sharp angular recesses make this 
ceiling, which contains long rows and cross rows of 
horizontal flat frosted glass lights. This lighting system 
is decidedly unique and efficient. In the ceiling, also, the 
modernistic use of color has been given free reign, for 
it contains large areas of blue, green, bright yellow and 
brown. 

The front portion of the store entered through the 
beautiful bronze doors is arranged to form a foyer, 
where to left and right are featured hosiery and bags. 


(G isis. ULLY combining modernism with prac- 
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e Modernism 
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This is partially separated from the main selling part 
of the salon by three carefully placed and very attractive 
modernistic desks and easy chairs. 

These pieces of furniture as well as the entire shop 
were especially designed by Lescaze, one of the pioneers 


in modern architecture and interior decoration. Lescaze 
even designed the fabric with which the chairs of his 
creation are upholstered. 


N opening this shop on Fifth Avenue, Andrew Geller 
has a two-fold purpose. To serve the fashionable 
women of New York on Fifth Avenue and by being on 
Fifth Avenue to keep in close, constant touch with the 
style trends thus better to serve the fashionable woman 
all over the country. “This new Fifth Avenue shop,” in 
the words of Andrew Geller, “is the liaison between the 
shoe style center of the world and Andrew Geller 
designers and craftsmen in the Andrew Geller factory in 
Brooklyn.” 
The new shop is managed by Morris Jacob. 
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“Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
“Duflo” Smoother 
Your Jobber can supply or 


Write direct 


179 Lincoln St. 
Boston, Mass. 


| Dancing 4 
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Debutantes 
Are Dandy " 


Customers 


OT every shoe store caters to the fresh 

young flapper with dancing aspira- 
tions. They not only buy the Hoffert 
Italian Toe Dancing Slipper, Soft Toe 
Slipper and Flats for their school work, but 
are customers for every pair of street shoes 
in the house. Write today for our exclusive 
agents’ proposition. 








Chicago Theatrical Shoe Co. 
Shops at 209 S. State St., and 
159 N. State St. 
CHICAGO, U. S. A. 


Mail Order Dept., 209 S. State St. 


CHICAGO THEATRICAL 
SHOECO. © © © 














‘THE EVERETT & BARRON CO., 


IN JARS 


For High Grade Calf Shoes . . . 


An Excellent Cleaner . 


An Extra High Finish 


The Applier and Pad make it Clean 


and Convenient to use. 


Providence, R. I. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mase., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





























































POSITIONS WANTED Wheu advertisers desire answers to come ir our care 

{ 4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 

LINES WANTED vertisers desires replies forwarded direct to their address 

pe 4¢ per word. Minimum Charge 75c. each word of their address must be counted in the ed- 
Ze per word. Minimum Charge $1.25 oan Gane ae F 

ALL DISPLAY SPACE Payment in advance is required, except when regular 

Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 

SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 























An Opportunity for SALESMEN WANTED 
a 9 For MICHIGAN, KENTUCKY 
n’s Shoe Salesman 
dre and TENNESSEE, IOWA, and 
We are now organizing for distribution in territories hitherto un- “tig cosa i fr “a 
served by our complete stock and merchandising service on chil- anes fueaen a sa a “Ie a on 
dren’s shoes of the better grade. The possibilities warrant the atten- ie gape’ ct ER | trans aaa 
tion of men with established clienteles in their respective territories. ea Na ot oe readies yd 
Correspondence will be kept in strictest confidence and given se epee nang ase ah ate 
Sinisa wttiatlon. earnings. Address Shu-Stiles, Inc., 
1330 Washington Avenue, St. 
DR. A. POSNER, SHOES, INC., 140 West Broadway, New York City Louis, Missouri. 
SALESMEN WANTED Salesman Wanted 
If you are a capable salesman selling women’s “In Stock” novelty shoes For several very desirable 
nd are interested in greatly increasing your earnings, we have a proposition ° ° ° 
which will prove very interesting to you. . 7. territories to sell fast line 
Desiring t ke changes in several of our most desirable territories, we i 
are Geteveetsa in ‘obtaining the services of several suosesetal salesmen (who of Ladies novelty shoes 
have had previous experience selling women’s “In Stock” novelty shoes) for carried in stock. Big pro- 
territories where we already have a large established trade. position Liberal commis- 
We have the most outstanding line of women’s novelty shoes in the coun- ° : . 
try, priced at 92.85, $3.35 and a few numbers at $3.85. sions. State experience and 
Due t w syst of merchandising, capable men not only receive ex- i 
Gatlent deliveries on their orders, but are assured of earning from $6000.00 give references when ap- 
upward annually. plying. 
Applications will be considered only from men who can show a successful e 
record selling women’s “In Stock” shoes, others need not apply. f sermrtes “ad p nape gage beer 
WM. MARKS SHOE CO., Inc., 1406 Washington Ave., St. Louis, Mo. Mass. 














SHOE Salesmen we have several territories 








































HOUSE Slipper Salesman with following 7 B... 
rtme tores open for a sideline consisting of spats and 
An Unusual Proposition ped rege Seas Ben 3 oll a shoe ornaments. Applicants must submit ref. 
is offered by the leading shoe ornament qur leather sole D’orsay’s cag retail for $1.29. Se visas ae he Gee 
house to shoe ornament salesmen with a State fully “PRINCESS, covered. ye Ili Company, 
following. Good opportunity for real commission. “PRIN: BSS. , w 17 Street. Chicago, Illinois. 
ee be a yoo PS New York City, 

e ing references. ress B-36, ALESMAN f Western Michigan. Must 
care Boot and Shoe Recorder, S reside on i. A peer | teuuad. low auto. Chil- 
239 W. 39th St., New York City, dren’s and Women’s Welts, McKays and 
N. ¥. RARE OPPORTUNITY—We are changing Stitchdowns. Large stock department. Com- 

representatives in the following states in mission basis. Address B-25, care Boot and 
which we have established trade: Arkansas and Shoe Recorder, 80 Federal St., Boston, Mass. 
Louisiana, Indiana, Oregon and Washington, c 
Souda St to carry manufacturers line of Nevada, Kentucky and Tennessee, City of ‘ 
Men who have earned st. Louis. Want men to carry our line of ge unusual proposition is open to several 
thotsand” dolar Lima: Also shoe sales- n Stock Leather House Slippers as side line. commaniions good trade and covering 
pal bangers carry ide line. Commission Must live on territory and cover same close by their ter territories closely. Also resident men in 
basis. Rivoli 'S ‘linet x Inc., 649 Broadway, auto. Give full particulars in first letter. No the larger cities, to carry a side line of an ex- 
New York drawing account. Weekly settlements against ceptional slipper line. soft and hard soles, for 
orders received. Twenty men now successfully men, women and children, newest and attract- 
selling line. Easiest selling commethy in shoe ive designs, ready sellers. Very liberal com- 
game today. Maid- Rite p._ (Msentacterers), mission on monthly settiements and bonus will 
a oman ‘WANTED with cen yr egg ter ~° 35 33 York St., Brooklyn, York. be paid to men will qualify. Apply with 
ritory to a ae red line of felt, full — a " r first letter. Address 
leather and slippers MASTER. oe Boot Shoe eeeoreer, 239 W 
FELTS, popular wiged on attractive straight SALESMAN for Ohio with exception of Cleve- oth St, New York City, N 
commission basis. T es open are Cali- land oe vicinity. Must oe on territory 
| fornia, ananein, Mississippi, Ari- and travel by auto. Children’s and women’s Went 2 salesmen with established trade. Side 
pene. New foes. parts of Welts, eK ors and Stitchdowns. Large stock popular priced turns aie. 
evada, Utah and FA eremee> ond department. Commission basis. Address B-24, to ake en cent commission. 
territory covered first letter. Freeman- care Boot and Shoe Recorder, 80 Federal St.. ences. Address B-1, care Boot and —~ gy 





exact 
Thompson Shoe Company, St. Paul, Minn. | _—Boston, Mass. -. corder, 80-Federal St., Boston, Mass. 
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SALESMEN WANTED 


HELP WANTED 


HELP WANTED 





CALIFORNIA— Salesman with good follow- 
ing on Pacific tt to carry our line of 
high _— yume Boots, Military Boots, Lace 
Boots Shoes. A strict side line. 
Pays wo or vial commission. Established 
50 50 years and known throughest the West. Ad- 

gt yan & Sons, Box 218, Hempolia 
poe Ey t. Worth, Texas. 


SALESMAN—To carry a line of popular 
priced stitchdown shoes and sandals on a 
commission basis in the following States: 
Idaho, Nevada, Oregon, Washington, Montana, 
Minnesota, North and’ South ota. Must 
be a go-getter, and one who has access to large 
volume buyers. State experience and full de- 
tails in first letter. Address B-26, care Boot 
and Shoe Recorder, 80 Federal St. 

ass. 





Boston, 





SIDE Line Salesman. To represent us with 
line of beaded buckles on commission basis. 
Ten per cent commission. Address B-29, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 


ANTED—Commission Salesman for Penn- 

sylvania. Side line, popular prices, Boys’, 
Gents’, Misses’, Child’s elts and Stitch- 
downs, or complete line. Address by letter. 
Jantzen Shoe Co., No. 27 N. Second St., Phila- 
delphia, Pa. 


SALESMEN WANTED in all States for a 
full line of felt, leather and satin soft sole 
slippers on commission basis only. Address 
B30. c care Boot and epee “— er, 239 W. 
39th St., New York City, N. 


SALESMAN WANTED. Territory open— 
Tennessee, Kentucky and Virginias. Stylish 
line of Children’s and Misses’ Turn shoes. Ad- 
dress B-33, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


SASYAN WANTED for Western Texas, 
Mexico and Arizona, to represent o'/d 
catebliched manufacturer carrying big in-stock 
department of juvenile shoes. Experience and 
references first letter. Address B-34, care Boot 
n Shoe Recorder, 80 Federal St., Boston, 
ass. 


EXCEPTIONAL OPPORTUNITY —-Side: line 
salesmen wanted by manufacturers of High 
Grade Line of IN-STOCK Men’s, Women’s and 
Children’s Leather and Satin Soft Sole Slip- 
s. Only men who have following with 
partment Stores, Shoe Chains and well 
rated retailers need apply. Real money-maker 
for right men. Give full particulars in first 
letter. Address B-37, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 




















POSITION WANTED 








A-1 salesman, seven years’ road ex- 
perience covering New England 
trade, with highly successful saies 
record, open for connection. Prefer 
a@ women’s medium-grade line. 
Large following. Woe: ve immedi- 
ate results. Write John F. Smith, 
718 Maple anonon Hartford, Conn. 








Experienced manager of shoe manufac- 

turing business becomes available short- 

ly, due to liquidation. College gradu- 

with Eastern and Midwestern ex- 

= cndiigwe~ sptoe— 

itchdown—sty 

and, when nae 

. Will get results. Prefer posi- 

tion to — business as manager for 

owner. refer to people cf standing 
in the trade. 


Address B-35, 
Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 











Ei"Gires to locate shoe man and executive de- 
sires to : tecats beewang Virginia ant me 

of Popular Priced or Hig ri 
p Tees lient window .trimmer. Plas 


personality, best references. B-1 
care org and Shoe Recorder, 80 Federal Se. 
. Mass. 
SITION WANTED—A young man with 
several years of wholesale and retail experi- 
ence desires a change. Will go any- 
where and consider anything with a future. 
Can furnish the very best of references. 
dress B-28, care Boot and Shoe Recorder, 80 
Federal. St., Boston, Mass. 








sales organization. 


opportunity is presented. 


503 Atlantic Ave., Brooklyn, N. Y. 





An Opportunity for a Sales Manager 


A rare opportunity is presented to the best shoe trade sales manager avail- 
able. We are a leader in our field and are seeking an aggressive hard hitting 
thoroughly experienced sales executive who is not afraid to leave the swivel- 
chair and go right out into the field in an effort to build up our present 
To the man who possesses a proven record of accom- 
plishment in the shoe trade, and who will meet our requirements, a very rare 
Such a man can earn an interest in this nationally 
known firm without investment on his part, as well as a handsome salary. 
Address inquiries together with a brief outline of your career, to Box 42, 


(Our staff has been informed of the insertion of this advertisement) 








LINE WANTED 


LINE WANTED 








well and thoroughly covered. 
189 W. Madison St., Chicago, IIl. 





LINE WANTED 


A good snappy quality line of women’s footwear for Iowa, Minnesota, North 
and South Dakota, now having established business, favorably and well 
known by the merchants for the past twelve years. 
and information to any manufacturer interested in having this territory 


Address B-16, care Boot and Shoe Recorder, 


Will supply references 








POSITION WANTED 


TO LEASE 





POSITION WANTED as shoe buyer, mana- 
ger or merchandise man, am 44, married, 
over 25 years’ experience, no proposition too 
large to handle. Address B-27, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





OUNG man, four years’ retail shoe experi- 

ence, employed at present, desires to make 
a change. Willing to leave town. References. 
Address B-32, care Boot and Shoe Recorder, 
1627 Locust St., St. Louis, Missouri. 





HELP WANTED 


WANTED—Shoe buyer for group of five 

department stores under same ownership, 

doing $175,000 shoe volume. Give full infor- 

mation in first letter regarding present connec- 

tion, vee now handling, and salary ex- 

Fn Address P, - Box: No. 205, Station 
New York City, N. Y. 








LINE WANTED 


ANTED—Popular priced lines of men’s 

Union made work and dress shoes for Wis- 
consin and Illinois. Excellent references. Ad- 
dress Louis Ripple, 615 Mitchell St., Milwaukee, 
Wisconsin. 











A nationally known wom- 
en’s apparel corporation de- 
sires to make an immediate 
connection with a man who 
will lease our Shoe Depart- 
ments in four principal 
Michigan cities for a line of 
stylish women shoes to sell 
between four and five dol- 


lars. 


PUBLIX CHAIN STORES, Inc. 
370 W. 35th St., New York City, N. Y. 








MERCHANTS NEED 





FOR RENT 


FOR RENT—A Family shoe store in New 
Brunswick, J.. has been established for 
over 30 years. For particulars, write to 
Samuel Bears, New Brunswick, j. 


TORE room 15 ft. x 230 ft., suitable for 
Popular Priced Shoes. Apply Tersuhow’s, 
406 Penn 53t., Reading, Pa. 











BUSINESS OPPORTUNITY 





/ rm T " 
{i fr iit alli itl 
i] } i 





U CAN HA A BUSINESS PRO- 
FUSSION OF YOUR OWN and earn big 
ice fees. a new apeteen of 


80) a 
tory, 21 Back Bay, 





Beautiful Window Displays— 
Low Cost 
Levine Display Studios 
Create, Construct and Install 
Shoe Window Displays 
Complete Decorative Backgrounds at Rental 


Rates 
Window Dressing by Experienced Men 


251 W. 42nd St., 


New York City 
Wisconsin 6659 



































oa. 


HIGHEST CASH PRICES 
PAID 


for shee stocks, slow sellers, ete. Short term 
wanes Bs over. Transactions confidential. 


MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 


voort & Barne 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Ui red leases taken over. 
hone or write. « 


POSTER @ DEUTSCH 


426 Grand St. New York City 
Dry Dock 0352 























Circular on 
request. me FE MVERS & BRO.CO. 


MERCHANTS’ NEED 
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New White Departments 


CoLUMBUS, OHIO 


lumbus store of the Wise chain. The 
department is artisticaily arranged and 
furnished, with luxurious chairs for 
patrons and an unique system of keep- 


~*~ stoc. 

he Z. L. White Co. is one of the 
oldest department stores in Columbus 
and was recently acquired by a St. 
Louis syndicate, after being operated 
for several years by Scruggs, Vander- 
of St. Louis. In addi- 
tion to the shoe department on the 
third floor the company has a women’s 
< and children’s department in the down- 
stairs or basement store. 





Remington H’qrs Moved 


DutuTH, Minn. (UTPS)—Reming- 
ton Shoe Stores, Inc., of which J. A. 
Berko is president, has moved its head- 
quarters from 413 New Jersey Build- 
ing into larger quarters at 27 West 
Michigan Street. This company which 
operates shoe stores in department 
stores in the Duluth trading territory 
has just opened a shoe department in 
the Davis-Fehr Department Store in 
Ironwood, Mich., with Otto H. But- 
tenhoff as manager. 
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MERCHANTS’ NEEDS 





(UTPS) — The 


women’s shoe department in the re- “= 
TO BE SURE THAT YOU RECEIVE modeled and rearranged store of the >. oe g | 
THE VERY HIGHEST PRICES} | Z. L. White Co., which held its formal | DISPLAY | 
for extire openi arc is loca on the 
or len wan a a pg bid. third floor and is managed by R. L. | FIXIURES | 
(Estab. 40 years.) Cash transections. Foster, formerly manager of the Co- , 





OF EVERY . |! 
DESCRIPTION |} 


Send for Catalog 


B46 J 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT Expensive 
SAMPLES UPON AtQUESE 





MERCHANTS’ NEEDS 








ASHLAND, OHIC. 
-WATER SYSTEMS-HAY TOOLS - DOOR NANGERS F 











STOCK 













Years of Experience 


in what the most exclusive stores 
want in Boudoir Slippers have 
made Greeley Boudoirs the 
leaders in beautiful, practical 
styles. In black and col- 
ored leathers, with leather 
or rubber heels, Your 
jobber will sample you 
with this line—or write 
to us. 


IN 


LABELS 


[Pie DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 





sens oti te) 





A. W. GREELEY 
12 Duncan St. - - Haverhill, Mass. 





} +80 Federal St. 


WINDOW 
DISPLAY. FIXTURES 
Made 


4 





No More Copies of the 


Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 
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493 SEVENTH AVE- NEW YORK 
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Fancy 
‘Bottom “Designs 


| plain and fancy designs, as 
well as trade-marks, can be put 
on the bottoms and heels of shoes, 
after they are finished, with the 
NURLING MACHINE—MODEL A. 
Either gas or electricity can be used 
for heating the wheel employed in 
the operation, which is a very sim- 
ple one. The results obtained add 
materially to the appearance of the 
finished product. 


DE MARS 


WAI <c 


At 


Did 


DEM 


Rk Site A 






= 
(= 
uw 
cS 
=) Ask for terms and further particulars 
\ 
5 Nurling Machine — Model A 
= 
=| United Shoe Machi C 
=} United Shoe Machinery Corporation 
a 
! BOSTON, MASSACHUSETTS 
” Auburn, Maine............... 108 Court Johnson City, N.Y............ 276 Main New York,N.Y........... .37 Warren 
e Brockton, Mass............-.. 93 Centre Lynn, Mass..............000+- 306 Broad Philadelphia, Pa........ 221 North 13th 
Chicago, Ill............ 18 South Market Marlboro, Mass............. 11 Florence Rochester,N. Y................ 130 Mill 
w Cincinnati, Ohio............ 407 Gilbert Milwaukee, Wis............. 258 Fourth St. Louis, Mo................ 1423 Olive 
Haverhill, Mass............... 145 Essex New Orleans,La........... 216Chartres San Francisco, Cal.......... 859 Mission 
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The Boot and Shoe Recorder 


Serves in 
Getting M Shoes Sold ht only “ “right”? ; 
for the siete inanmetns to Pgs aie teaater tothe oti as aioe, ae 


right price, egy ht profit. This is the great problem of the retail 
shoe merchants. chief purpose of Tue Boor anp SHoe Recorper 
F Sie iets eee hic fac A ie tae pe Ge oa ee 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


THE FASHION OUTLOOK ..... ES By Madame Hamilton Jeffries .. 43 
An Era of Idealized Footwear. 


SELLING FOOTWEAR BY TALKING 


Ce aS eas cin awe cosas Fashion Coordination ......... 44 
How TO HANDLE THE TALKATIVE | 
CURTOMER o55 cescescccce deh ap etese By O. BR. JoRRson 2.2 cccccccess 46 
THE VOICE OF THE RECORDER........ Opinions of the Editor ......... 48 
SpeepD LINES FoR MEN’s SHOES...... New Pattern Inspiration........ 50 
Time for a Style Change. 
O. P. I. (OTHER Peopte’s IpEAs).... By Harry R. Terhune.......... 52 
Money Making Ideas from Here 
and There. 
To Heir Sett More SHoes IN Apri Foot Health Week ............. 54 
BALTIMorE Gers First SHore SALON. New I. Miller Store............ 55 
Cuius Hops T. F. A. NIGHT...... In Boston ........ eee hp eueaw 61 
WHo’s WHO ON THE ROAD.......... By Helen M. Haney ............ 63 
News of the Travelers. 
SHOE MERCHANT NEWS............ About Retailers ............... 67 
SHOp MARKET NEWS.............. About Manufacturers .......... 72 
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A buying guide to 


BOOTS AND SHOES 


Ault-Williamson Shoe Co., Auburn, Me. .. 32 


Blog Shoe Co., New York City .......... 75 
Bond Shoe Co., New York City .......... 75 
Brooks Shoe Mfg. Co., Philadelphia, Pa. .. 75 


Capezio, New York City ................. 75 
Chicago Theatrical Shoe Co., Chicago, Ill... 77 
Clepe, Edwin, & Sons, Inc., E. Weymouth, 


NN | 5 he IN OT Eee yo00dcs ceesiceecce 
Cohen, Samuel, Shoe Co., Boston ........ 75 
ee Shoe & Leather Co., Whit- 
ES ERE SS) ee pe: 72 
Coon, W. B., Co., Rochester, N. Y. ...... 62 
Cushman-Hollis Co., Auburn, Me. ........ 42 
Educator Shoe Corp., New York City ..... 10 
Edwards, J., & Co., Philadelphia, Pa., 
4th Cover 


Emerson Shoe Mfg. Co., Rockland, Mass. .. 72 


Freeman Shoe Mfg. Co., Beloit, Wis. ...... 24 
Gole Slipper Co., New York City ........ 37 
Goodrich, B. F., Rubber Co., Akron, Ohio.. 26 
Greeley, A. W., Co., Haverhill, Mass. ..... 80 


Haseltine, Ernest D., Co., Newburyport, 
Mass. 


Helmholz Shoe Mfg. Co., Milwaukee, Wis.. 1 
Heywood Boot & Shoe Co., Worcester, Mass. 64 
Hood Rubber Co., Watertown, Mass. ....34-35 


Jefferson Import Co., Inc., New York City.. 68 


Menihan Co., The, Rochester, N. Y. ...... 58-59 
Nettleton, A. E., Syracuse, N. Y. ........ 72 
Packard, M. A., Co., Brockton, Mass. .... 72 
Paristyle Footwear Mfg. Co., Inc., New 
ED in bw bn ha diets bbc pans ch 6b0s 50s 73 


Reimer, A. H., Shoe Co., Milwaukee, Wis.. 73 


Reynolds, Bion F., Brockton, Mass. ...... 73 
Richards & Brennan Co., Randolph, Mass.. 72 
Riley Shoe Mfg. Co., Columbus, Ohio ..... 17 


Roth & Rosenberg Shoe Co., Phila., Pa. .. 
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Front Cover, 9-11 
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Hartwell Leather Co., Malden, Mass. ..... 41 
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Dtnightihevbadee dud cctasecervcéoesé 57 
Seton Leather Co., Newark, N. J. ........ 8 
Standard Kid Co., Boston ................ 4-5 


- Penney, J. C., Co., New York City 





FINDINGS AND SHOE STORE SUPPLIES 


Frankel Display Fixture Co., New York City 80 


» Inc., Worcester, 
74 


Kawneer Co., Niles, Mich. 
Levine Display Studio, New York City ... 79 


a | O. A., Treeing Mach. Co., Brockton, 
4 


Myers, F. E., & Bro. Co., Ashland, Ohio... 80 
Pollinger, M. D., Co., St. Louis, Mo. 
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Chemical Co., New 
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SSURANCES from Washington 

are to the effect that the tariff 
will be limited to as few items as pos- 
sible, and those only directly affect- 
ing readjustments favorable to the 
farmer. This makes it probable that 
the tariff will be out of the way by 
the fourth of July. 

Industry, therefore, is assured of 
a fall business undisturbed by the 
mental gymnastics of Congress. The 
path of good business between this 
date and the Fourth of July has 
definite sign boards pointing to the 
sale of sports and summer footwear 
in great volume. 

Merchants have inquired as to the 
status of the tariff, and in this issue 
we give a picture of the possibilities. 
This thing is certain, however, that 
with or without the tariff the mer- 
chant and the industry must buy and 
sell, pair by pair, with greater energy 
and effort to a public that has so many 
uses for its dollar. Nothing the tariff 
can do will guarantee a profit to in- 
dustry, for nothing takes the place of 
brains and work, properly applied to 
the task of getting more shoes sold 
right. * *« * 

UR study and analysis of cus- 
tomers is proving of national 
interest. O. K. Johnson has classi- 
fied various customers, and next week 
he tells about the silent customer and 
how to handle her. 
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Shoes on this page 
by 
The Capitol Shoemakers 
of St. Louis 






































Fashionable footwear on a firm foundation 


HE Capitol Shoemakers of St. Louis have selected 
INVISIBLE MIDDLESOLE as the most dependable foun- 
dation upon which to build their fashionable footwear 
creations. INVISIBLE MIDDLESOLE means a damp-proof, 
squeakless sole with longer wear and greater comfort. 














Specify INvisiBLE MIDDLESOLE in your next order | 


BECKWITH MANUFACTURING COMPANY 


MANUFACTURERS OF VULCO PRODUCTS 
STATLER BUILDING . BOSTON 

















